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EOPLE like to trade with the 

energetic, optimistic mer- 
chant who knows his business. 
They regard him as their friend. 
They have confidence in him. 
They are willing to listen to him. 
He deserves good business—and 
gets it. 
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Hotel and Beach at Galveston, reached by trolley from Houston 


EDUCATION AND PLEASURE WILL BE COMBINED 
AT OUR CONVENTION 


HOUSTON 


August 16, 17, 18, 19 


REMEMBER, YOU CAN MAKE THE ROUND TRIP 
FOR FARE AND ONE-HALF 


Take a vacation—see Texas—enjoy the hospitality of Houston and 
exchange ideas with one thousand credit men and retail merchants 
from all sections of the country. 


RETAIL CREDIT MEN’S NATIONAL ASSOCIATION 


Executive Offices: Saint Louis 
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EDITORIAL 


DAVID J. WOODLOCK, Editor 





Wear a membership button. 
White and black enamel. The 
National Office can supply 
you at twenty-five cents each. 














IS THIS WORTH WHILE? 


Lack of space causes us to omit the detail of 
the capture of ‘‘bad check operators’’ during the 
past ninety days. All of these are fellows who 
were reported to this office and whose records 
were published in the Credit World or by special 
bulletin, and many arrests can be directly traced 
to the information we sent out. 

We also find that during February and March 
seventy-one “‘skips’’ were located through our 
“‘Addresses Wanted” column. Some of these had 
been published six months ago, showing that 
members read the Credit World and file this in- 
formation for further reference. 

We also learn that in a certain city where col- 
lections were running from 30% to 40%, they in- 
creased to 52% and 60% because of our bringing 
home to the retailers the necessity of insisting 
upon prompt payments. 





SERVICE 

The National Office has been able to place a 
number of members in positions of importance. 
This is a real service to the retail merchant, as 
it is sometimes very hard to get a trained man 
when you want him. 

We have on file the records of many credit men 
and office managers who desire to make a change, 
some because of limited possibilities, others, 
climate, etc., and we urge all retailers who re- 
quire the service of a credit man, office manager 
or executive, to write the National Office. Corre- 
spondence will be held in strict confidence. 





Cc. F. JACKSON 

Would that we had more such fellows in our 
Association as Mr. C. F. Jackson, credit manager 
of the Famous & Barr Co., St. Louis. He is 
always ready and willing to do everything he 
can to assist both Local and National Associa- 
tion. At an entertainment recently given by the 
credit men of St. Louis he took the part of a 
school boy dressed in short pants, blouse waist, 
red stockings, red wig and buck tooth. He was 
the hit of the evening. 

This illustrates his sincerity in the cause, al- 
though he holds a dignified position in one of the 
largest department stores in the country and has 
the responsibility of passing upon several million 
dollars of credit each year. He is not above 
doing active work in the interests of the Asso- 
ciation. 





Frank A. Vanderlip, former President National 
City Bank of New York City, said: ‘The 
changed scope, character and methods of Modern 
Business have united to demand men with a 
training superior to anything that was ever 
needed before, as the successful commercial 
leaders of the future.”’ 


IMPORTANT. 


Following is copy of letter received by the 
Secretary of the Cleveland Association: 
Mr. Gray, Secretary, 

Retail Credit Men’s Assn., 
Cleveland, Ohio. 

Dear Mr. Gray: 
I understand that a party by the name of 
Mrs. , formerly of this city, has moved 
to Cleveland, Ohio, and now resides at ——_ 
Avenue. I certainly will be very pleased if 
you will ascertain for me whether or not this 
party does actually reside at —— 
your city, at the present time. 

Thanking you very kindly for this informa- 
tion, I am 








Avenue, 


Yours very truly, 
Retailers’ Credit Bureau 
of the 

Chamber of Commerce. 

This party wants information but is not 
willing to give any. While writing, why not 
tell his reason for making this request. Is 
Mrs. bad pay? Does she owe money 
in the city she moved from? If so, give this 
information in the letter so Cleveland will be 
on their guard. No wonder some secretaries 
of Reporting Bureaus are indifferent about 
giving prompt replies to letters of this kind. 








SPECIAL WARNING. 


We again warn our members against con- 
tracting with Collection Agencies or purchas- 
ing Collection Systems without making a thor- 
ough investigation of the plan and responsi- 
bility of the concern. 





The National Office has lately received a 
number of complaints that indicate there are 
at least ten or twelve very active Agencies 
whose methods are questionable. For reasons 
we do not feel justified in publishing their 
names, but will be pleased to furnish informa- 
tion to members who will write us. 


There also appears to be a number of so- 
called Mercantile Agencies sending our in- 
quiries for Credit Information. Their real pur- 
pose of which is to secure mailing lists for 
Mail Order Houses. These should not be an- 
swered. All the thoroughly reliable Mercan- 
tile Agencies are members of this Association 
or the National Association of Mercantile 
Agencies. Encourage and Build Up the Good 
Agencies by turning down those who are not 
members of either Association. 





WARNING NOTICE. 





Stolen Post Office Money Orders — 

Oakland, Calif., Station 9—Nos. 51749 to 
51800, Inclusive. Registry Stamp stolen from 
Station 3. ; 

CLEVELAND, OHIO, STATION 44.—Nos. 
16910, 16911, 16926, 16944, 16948, 16955, 1695/, 
16958, 16971, 16977. 

LONGLEAF, LA—Nos. 44388 to 44400, Incl.; 
44595 to 44600, Incl.; 44778 to 44800, Incl. _ 

(The numbers appear on the upper right- 
hand corner of the forms.) 
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A Daily Newspaper of 
Your Business 


How’d you like to have the 
complete data on every trans- 
action of your business—item- 
ized, up-to-the-minute, and 
above all absolutely accurate— 
placed on your desk every 
morning? 





How’d you like to have a daily newspaper of the credit department 
which would tell you at a glance‘what sales, payments, and credits had 
been made; what purchases occurred; what kind of goods were bought; 
how and when they were paid for, etc., etc. 


With Elliott-Fisher Bookkeeping Equip- 
ment you can have all of these things—a / \ 
comprehensive daily survey of all the ELLIOTT - FISHER 
necessary facts and figures. MACHINES WILL: 
On the Elliott-Fisher Bookkeeping Machine 1 


a 


. Write any width line 





every purchase, payment and credit is 
itemized—both on individual records, and 
for the day on the proof sheet journal of 
credits and collections. 


Elliott-Fisher posts the ledger, writes the 
statement, and proves the work, all at 
ONE operation. 


Your books are perpetually in balance. 


You have complete CONTROL of your 
business. 


Let us send you the names of some users 
and information of what this machine is 
doing in your line. 








up to 24 inches. 

2. Add and subtract in 
any number of col- 
umns up to 23. 

3. Write, add, and sub- 
tract simultaneously 
with one operation 
of a key. 

4. Write, aad, subtract 
and complete bal- 
ance cross-wise. 

5. Write single or mul- 

tiple copies in any 
required number. 

6. Write records, min- 
utes, etc., in sewed 


bound books. 


| 














THE ELLIOTT-FISHER COMPANY 
HARRISBURG, PA. 


BRANCHES IN 100 PRINCIPAL CITIES 
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EDITORIAL 


We call our members’ attention to our activity 
this year as regards state and regional confer- 
ences. During February, the credit men of Ohio 
‘met in Columbus. On the same day the credit 
men of Washington, Oregon and Idaho met at 
Spokane and formed the North West Conference 
On March 5th, the credit men and retail secre- 
taries of Texas met at Waco, and organized a 
State Association. On May 11th-12th, the Mid- 
West Conference will be held in Kansas City, 
and on June 16th-17th-18th the California State 
Conference will be held at San Francisco. 


SOME ACTIVITY—SOME PROGRESS 








This is where our National Convention will meet 
August 16, 17, 18 and 19, Hotel Rice, 
Houston, Texas. 





When answering advertisements 
mention the 
CREDIT WORLD 


OFFICE APPLIANCE AND SYSTEM Ex. 
HIBIT AT HOUSTON CONVENTION. 


Mr. J. R. O’Hara, of the Geo. L. Glass & 
Sons, Houston, Texas, is chairman of the 
Exhibits Committee and has already started 
the work of alotting space to Exhibitors for 
what he expects to be the greatest Exposition 
of Office Appliance, Bookkeeping Devices and 
Credit Systems we have ever had at a Na- 
tional Convention. 

The Committee has placed a price of $1.25 
per square foot on the space and this very rea- 
sonable figure should attract many manufac- 
turers. Members who are purchasing Office 
Equipment should help Chairman O’Hara by 
suggesting an Exhibit at Houston. 





SPECIAL: LEFCOURT STILL WORKING— 
OVER 400 CHECKS REPORTED. 


In March we warned our members to look 
out for checks issued on the Chatham & 
Phoenix National Bank of New York pur- 
ported to be certified by Ralph Lyman, 
Cashier, payable to Benj. J. Lefcourt, signed 
Philip E. Burton. Lefcourt claims to live at 
506 East 149th St., New York, and usually 
gives check in payment of automobile acces- 
sory. They are made for various amounts and 
over four hundred of these checks have al- 
ready been cashed in various parts of the land. 

Description: 32 years old, 5 ft. 6 in. tall, dark 
complexion, dark brown hair, brown eyes, 
weighs 138 pounds, slight bump on nose, gives 
impression he is either a Hebrew or Italian. 
Clean cut, well dressed, speaks quickly and 
fairly good English. Claims to have been in 
army, and offers discharge as means of iden- 
tification. 

Give this notice special publicity as_ this 
party is evidently a clever check artist. 





THESE HANDSOME INDIVIDUAL MEMBERSHIP SIGNS 
Fifty Cents Each 


Size 8x4 inches, celluloid on metal back 








RETAIL CREDIT MEN’S 
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Speedy and accurate 


HE two big department store essentials today 
are speed and accuracy. 


The credit office must be in instant communica- 
tion with all departments. 


With the National Electric Credit System the 
sales person phones the inquiry. The O. K. 
comes back like a flash—electrically stamped on 
the sales-slip. 


It puts the credit office in direct, complete, and 
immediate control of all authorizations. Every- 
body’s time is saved. Minutes are clipped to 
seconds. Customers are pleased. Sales are 
rapid. Aisles are clear. 


It is the speediest credit system yet invented. 


The National Cash Register Company 
Dayton, Ohio 
Offices in all the principal cities of the world 
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IMPROVING COLLECTIONS BY “PAY PROMPTLY” 
ADVERTISING CAMPAIGNS 


By G. A. Lawo, Credit Manager The John Gerber Co., Memphis. 
President Retail Credit Men’s National Association. 


If one were to ask the most important mis- 
sion of a Retail Credit Association—what single 
thing in the sphere of its activities is of the most 
value to its members, the answer would un- 
doubtedly be, ‘“‘the improvement of collections 
and collection conditions.”’ 

If one were to ask me what single thing will 
do more towards fulfilling this most important 
mission than any other one thing, I would 
answer without hesitation, ‘‘a Pay-Promptly ad- 
vertising campaign.’’ I would go further and 
say that a Pay-Promptly campaign, properly 
conducted and followed up, will do more than 
any other one thing to increase the membership 
of a local association, to increase its prestige in 
its community, and to make the merchants 
realize the value and importance of the work of 
a local association. 

Let us see whether these assertions are correct. 
In addition to my own experience and obser- 
vations, I offer: 

1. As authority that a Pay-Promptly adver- 
tising campaign is the best method to bring 
about an improvement in collections, tes- 
timony from the city which has done the 
most of this class of advertising, and 
which in so far as I have been able to ascer- 
tain, has the largest average monthly 
percentage of collecions in the country. 

2. As authority for the statement that a Pay- 

Promptly advertising campaign is the best 
method to increase the membership of a 
local association, I offer the testimony of 
the association, which has lead the coun- 
try in membership for three consecu- 
tive years. 

3. The largest merchant in a city which had 
completed a Pay-Promptly advertising 
campaign, voluntarily told the President 
of the association that there had never 
been an organization of any kind in 
the city that had done and was doing 
as much for the retail merchants as 
the Credit Men’s Association. Letters 
from many other merchants in the same 
city just as complimentary in tone bespeak 
the prestige and standing the campaign 
gave the association in that city. 

® The education of the public in the importance 
of meeting its obligations with retail merchants 
according to terms, was first undertaken through 
the medium of newspaper advertising about five 
years ago. It was such a radical departure from 
the established methods of endeavoring to bring 
about improvements in collections that very few 
cities would even give it consideration. ‘Small 
town stuff,” ‘“‘Below our dignity,’’ ‘‘Too drastic,” 
“Our customers will not stand for it,’’ are some 
of the phrases with which the subject would be 
dismissed. And when a local association would 
finally decide to give it a trial it would usually 
have to first overcome strenuous objections of 
some merchants and credit men, who after ac- 
quiescing would probably remain skeptical until 
good results of the advertising were a settled fact. 

In passing, it seems appropriate to say here 

that in every one of the many campaigns that 


have come to my notice the credit men, by sign- 
ing their association’s name to the advertise- 
ments and by referring always to the “credit 
man’”’ in stories told in the advertisements, have 
shown their willingness to assume full responsi- 
bility for this pioneer manner of furthering their 
firm’s interests. 

The plan was a success from the very begin- 
ning. So much so that it was held up as an ex- 
ample of successful co-operative advertising at 
a large convention of advertising men about a 
year ago. 

A fair idea in a general way of results that may 
be expected from a Pay-Promptly advertising 
campaign may be obtained from a bulletin issued 
by the National Association of Retail Secre- 
taries, August Ist, 1920, edited by John D. 
Hughes, Secretary Mercantile Bureau, Wor- 
cester Chamber of Commerce, giving the answers 
received to a questionnaire which had been sent 
to twenty-three cities that had conducted Pay- 
Promptly Advertising Campaigns. It is shown 
in this bulletin that only one of the twenty-three 
cities answered ‘‘no’’ to the question ‘‘was the 
campaign a success?’’ and this city, whose popu- 
lation is 35,000, really had no campaign, as it 
ran only three advertisements of one-fourth 
page each. 

Another city, of less than 35,000, while it did 
not report the campaign a failure, said there was 
a difference of opinion as to results. This city’s 
campaign, according to its reply, was conducted 
five years ago, and covered a period of “‘two or 
three weeks.’”’ Their advertisements were writ- 
ten by an advertising agency. Those since pre- 
pared by ciedit men, or with their co-operation, 
which can now be obtained through the National 
Association, were not then available. 

The other twenty-one cities reporting the cam- 
paign a success are scattered throughout the fol- 
lowing states: Massachusetts, Pennsylvania, 
Virginia, Wisconsin, Minnesota, Ohio, Missouri, 
North Dakota, Kansas, Washington, Tennessee, 
Oklahoma and Texas. 

Among the cities are the following, together 
with their populations: Milwaukee, 457,147; 
Minneapolis, 380,582; Kansas City, 324,410; 
Toledo, 243,109; Worcester, 179,754; Memphis, 
162,351; Richmond, 171,667; Dallas, 158,976; 
Nashville, 118,342; Spokane, 104,437; Duluth, 
98,917. 

Respective opinions on the campaigns are 
briefly given in the bulletin in such statements as: 
‘Unusual success, all bills paid more promptly 
now;’’ “‘Exceeded all expectations, increased col- 
lections 20% to 50%;’ “‘Collections 50% to 80% 
better than any other month—merchants desire 
it each year;’’ ‘‘A decided success, caused many 
slow customers to pay promptly; ‘‘Very suc- 
cessful;”’ ‘‘Planning another campaign for six 
months’ run;’’ ‘Made collections unusually 
good;” ‘‘Very much of a success;”’ “‘ Will repeat 
it each January.” 

And New Orleans (387,219), which city does 
not appear in the bulletin, is among the users, and 
strong advocates of Prompt-Pay advertising. 
While Milwaukee, where the campaign had 
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not been completed when the bulletin was is- 
sued, now says the results were gratifying and 
that they ‘recommend it heartily.” 

From this it will be seen that the advertising 
campaign as a medium for educating the public 
in its duty to meet obligations according to terms, 
has proven practically 100% efficient in every 
section of the country. 

But let me go into greater detail, and give the 
almost unbelievable possibilities of this novel, 
but practical idea as they have been realized by 
at least two cities. 

National Director M. J. Solon, of Minneapolis, 
has just informed me that before the advertising 
began in his city, the city’s average monthly 
collections were about 45 per cent of the Accounts 
Receivable; that it is now about 65 per cent; that 
at least one store collects an average of 70 per 
cent, and that these figures are conservative. 

Stop a moment and meditate on what such an 
increase means! 

A store with average Accounts Receivable of 
$400,000.00 (and, of course, there are such stores 
in Minneapolis), formerly collected 45 per cent, 
or $180,000.00 a month; it now collects 65 per 
cent or $260,000.00, an increase of $80,000.00. 
At 6 per cent the saving in interest alone for this 
one store is $4,800.00, an amount sufficient to 
pay the entire ordinary expenses of a local asso- 
ciation for a year. 

And the saving in interest is not ali. For, 
automatically following an increase in collections, 
there are at least four distinct additional advan- 
tages: 

1. An increase in working capital equivalent 

to the increase in collections. 

2. An increase in charge business. There is 

no authority on retail credits who does 

not subscribe to the doctrine that 
close collections tend to increase charge 
business. 

3. A reduction in losses on bad accounts. 

If the average age of one’s unpaid accounts 
is 60 days, when a customer joins the ‘‘ad- 
dress wanted’’ group; files a petition in 
bankruptcy, dies insolvent, of for some 
other reason fails to pay, the loss on his 
account is the amount of his purchases 
for 60 days. When increased collections 
reduce the average age of the unpaid ac- 
count to 45 days, there necessarily follows 

a corresponding reduction in the amount 

unpaid, or lost on each account charged off. 

4. A healthier condition of Accounts Receiv- 

able. 

Thus it is shown that the improvement of 
collections and collection conditions is 
the most important mission of a Credit 
Association. 

Minneapolis conducted its campaign three and 
ahalf years, and leads in the amount of newspaper 
space used. The campaign was discontinued 
six months ago, but arrangements for its resump- 
tion are now being made. There is probably no 
other city as a whole where the average monthly 
collections are as high as 65 per cent. 

The City of Memphis notwithstanding its 
comparatively small population, has lead the 
country the past three years in membership. 
They attribute the size of their membership al_ 
most entirely to the results produced by the Pay- 
Promptly advertising campaign, and the selling 
argument it placed in the hands of their member- 
ship workers. 

‘They learned of Pay-Promptly advertising 
through attendance at Conventions of the Na- 





tional Association, where they heard reports on 
the subject made by other cities. After deciding 
to inaugurate a campiagn, they obtained from 
the National Office the names of cities which had 
conducted them, and wrote those cities for copies 
of their advertisements. They then appointed a 
committee of fifteen, embracing in its member- 
ship representatives of four department stores, 
and one each of every different class of retailer. 
An advertising agency was employed and sup- 
plied with the advertisements used in other cities, 
in addition to which four of the credit men were 
selected to write a letter to the advertising 
agency, giving in complete detail everything that 
they thought should appear in the opening full 
page advertisement. From all of the data in its 
possession, the agency prepared a rough draft 
of an advertisement and its representative ap- 
peared with it before the committee of fifteen. 
After a few hours of deliberation the copy had 
been so slaughtered that it could not be recog- 
nized. Redrafts were similarly treated in sub- 
sequent meetings until the advertisement was 
made acceptable to all. 

Five hundred copies of it were then printed and 
mailed to the members of the association, with 
a letter giving an outline of the campaign, telling 
of the success of similar campaigns in other cities, 
and making known the amount each member 
would be expected to pay. 

Another letter was written to non-members 
with a copy of the advertisement, offer ng them 
an opportunity to join the association, and have 
their names appear in the first publication. The 
response of the members was immediate, and it 
was not even necessary to supplement the letter 
with a personal visit, or by any other effort, to 
obtain the money. And a number of members 
resulted from the letters sent to non-members. 

The day following the appearance of the first 
advertisement a department store reported the 
biggest collections in its history. This may be 
accepted as a criterion of what the campaign 
accomplished. During its progress the members 
of the association were being constantly eminded 
by its officers that they could not individually 
claim credit for the benefits they were receiving— 
that they had done nothing as individuals. 

It was not necessary to say anything about the 
obvious fact that it is impossible for any merchant 
or small group of merchants to bring about such 
a wonderful improvement in collections and col- 
lection conditions. 

When a customer who formerly complained to 
the credit manager—and every officer of the 
firm—at the indignity of a visit from a collec- 
tor when his account was only four months’ old, 
has been educated to the point where he volun- 
tarily asks the merchant on the tenth of the 
month following purchases for permission to pay 
ten days later, at the same time explaining why 
he is unable to pay sooner, there can be no doubt 
that collection conditions have been improved. 
And this was not an unusual occurrence. 

But in impressing upon members that they 
could claim no credit for what had been done, 
they were no less strongly impressed with the 
fact that everything depended upon them indi- 
vidually after the close of the campaign. And 
while the t lling arguments and convincing facts 
put forth so plainly in the advertisements edu- 
cated a certain percentage of the people so well in 
their duty to meet obligations according to terms 
that they have continued until the present time— 
more than two years later—to pay promptly, 
and will no doubt continue to do so_in the 
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future, there is and always will be a large per- 
centage, who, if their creditors fail to follow up 
in practice the requirement of prompt pay, as 
preached in the advertisements, will become lax 
and get back into their former rut, where they 
will remain until aroused again by another 
educational campaign. 


In discussions during the life of the campaign 
it was plain that a number of stores anticipated 
calls from some of their customers including that 
well known type called the “‘boss’ pet’? who were 
expected to propound the question ‘‘of course 
that does not mean me?’’, and everyone was 
loaded with the kind of an answer that such a 
question deserved. But to their great surprise 
not a single such question was reported to have 
been asked at any store. 


On the other hand one of the agreeably sur- 
prising results of the campaign was the number 
of persons who called at every large store and 
congratulated them on the step that had been 
taken, and expressed regret that it had not been 
done long before—explaining that under the new 
method they would have to live within their 
means and really appreciated being ‘‘forced”’ 
to do so. 


The impression should not be gained, however, 
that a reduction in charge purchasing was 
brought about, for the advertisements made it 
plain that charge business was greatly desired 
and that in cases where large purchases were made 
special terms could be arranged. Charge cus- 
tomers paid as much each month after the cam- 
paign as they did before, the difference being 
that the payments were for current accounts 
instead of on overdue accounts. 

Eight months after the beginning of the cam- 
paign credit men were still talking of the splendid 
condition of their accounts receivable and were 
particularly happy over the change in attitude 
of those who in the past, due to their wealth or 
standing, objected to being dunned in any man- 
ner, regardless of the condition of their accounts, 
who now expected to hear from their creditors 
whenever they permitted their accounts to 
become past due. 

Desiring to make known to other cities in the 
National Association the splendid results obtained 
in Memphis, in was decided to have the adver- 
tisements reproduced in book form and dis- 
tributed at the St. Paul Convention. With this 
idea in view, fifteen of the largest retail firms 
of the city, of various kinds, were asked to give 
the percentage of their increase month by month 
since the campaign, compared with the same 
months of the preceding year. 

The figures were astounding. A store which 
formerly collected an average during a year of 
fifty per cent each month of its accounts receiv- 
able, reported an increase of 20 per cent. This 
is the only store that stated the percentage it 
collected,—its increase was the smallest reported. 
The other stores gave only the percentage of in- 
crease. Adepartment store reported an average in- 
crease per month for the eight months of 46.4,— 
this means that if its previous average was 40 per 
cent it was brought up to 58.56, (the difference, 
18.56, being 46.4 per cent of 40 per cent). An- 
other store which does a $3,000,000.00 business, 
reported an increase of 93.7 per cent in one 
month and 75 per cent in another—increases 
being smaller in the other six months. This 
store’s statement was sent back for verification, 
and was found correct by the firm’s accountant, 
who had no part in its original compilation. 
The variation of increases in the other stores 
was just about as marked—the increase in each 
case, however, was a substantial one, the amount 





no doubt being based upon how close the firm 
had been in collecting prior to the campaign. 

The prestige the association had acquired 
enabled it to go before the Chamber of Com- 
merce and obtain a favorable reply to its request, 
that the Chamber bear half the expense of the 
booklets. (A limited supply of these booklets 
remain on hand and will be gladly furnished 
by the Memphis Association upon request). 

Last month during the Session of the present 
legislature a law was passed subjecting to gar- 
nishment the salaries of city and county employ- 
ees. Previously the salaries of all others were 
subject to garnishment. Members of the legis- 
lature, friendly to our association, told us 
frankly that they did not think there was a 
chance to pass such a law, but largely through 
the efforts of the Memphis Association, which 
among other things, had one hundred and forty 
telegrams sent to members of the legislature, by 
seventy of its members, in one day, and with the 
assistance of other members of the National 
Association including Mr. F. E. Kuhn, State 
Chairman of the Membership Committee, and 
R. H. Poindexter, President of the Nashville 
Association, both of Nashville, and also with the 
assistance of the Retail Grocer’s Association of 
the State, the law was passed—and has already 
been used by merchants of the State. 

On April 14th, the Memphis Association will 
start a new membership drive. As another evi- 
dence of its prestige the Franklin Savings Bank, 
a branch of the Union & Planters Bank & Trust 
Company, has made the extraordinary offer of 
a dollar for every new member brought into the 
Association between now and August Ist, the 
amount to be paid to the members bringing in the 
applications. The bank was told that its propo- 
sition might cost them as much as $300.00, but 
it replied that the amount was immaterial, that 
in making their offer they were doing so because 
of the fact that the Memphis Association had 
done such a splendid piece of work in educating 
the people of the city in meeting obligations ac- 
cording to terms, and that it is such an asset to 
the city they wanted to do all in their power to en- 
courage it and broaden its sphere of influence 
and constructive activities, by helping to in- 
crease the membership. The offer was made by 
Mr. John D. McDowell, Vice-President. 

The award is to be made in the shape of a pass 
book for each membership worker with a dollar 
credit entered in it for each new member brought 
in. But there will be no strings tied to the de- 
posit, as the money may be drawn out the very 
next day if desired. 

Only an association with strong prestige in its 
community could accomplish these things, which 
are mentioned in this article only to prove the 
assertions that in addition to increasing collec- 
tions and membership, Pay-Promptly advertising 
also adds prestige to an association. For as 
stated in the foregoing, it is to the Pay-Promptly 
advertising campaign principally, that the Mem- 
phis Association attributes its large membership 
and prestige, and the Minneapolis Association at- 
tributes its high average percentage of collections. 

The Memphis Association begins a new cam- 
paign, Sunday, April 17th, with a full page adver- 
tisement in three daily papers, to be followed by 
six advertisements a week, two in each of the 
papers for six weeks. This will be exactly similar 
to the first campaign in the amount ot space used. 

To those who have questioned the feasibility 
of Pay-Promptly advertising in the very large 
cities, attention is called to the fact that the twin 
cities of Minneapolis and St. Paul, with a popu 
lation of 615,177, may be looked upon as ouie city 
in considering,this question. 
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OPENING THE CHARGE ACCOUNT 


The First Step in Selling the Store’s Service. 


FRED E. 


One of the most important jobs in the credit 
department is the opening of the new account. 
The credit manager cannot give too much 
attention to this phase of his job. But few 
credit men approach this problem with a well 
thought-out plan. The salesman who goes out 
to sell a man a house, or an automobile, or an 
office appliance, maps out his plan of cam- 
paign. He is going to make sales. If he fails 
he sets about studying the causes of his failure 
and prepares himself against failing to sell the 
next customer. In the same manner must the 
credit manager approach his problem—from 
the salesman’s point of view—SELLING 
CREDIT. 

Handling the Interview. 

The first interview must be tactfully and 
smoothly handled. It is the first transaction 
with that customer and the credit manager 
has it in his power to make a lasting impres- 
sion on the customer, not only as regards the 
store’s service, but also as regards the terms 
of settlement. If the customer is made to 
feel at home from the very beginning that 
customer will make the store “his store.” If 
the customer is given a heart to heart talk on 
“credit” and the terms of the store, that cus- 
tomer is likely to prove a good credit risk and 
prompt pay. 

It is always to be remembered as a cardinal 
principle of human relations that when the 
applicant first comes to your department for 
credit he is forming mental impressions of 
you, your methods and the store. That first 
and lasting impression he gets remains with 
that customer always. It influences and large- 
ly governs his future dealings with you and the 
store. If you encourage frankness and square 
dealing, the customer will be frank and on the 
square; if you encourage aloofness and fail 
tocommit him, he will remain aloof and away 
from your grasp. 


The Sacredness of Credit. 


The granting of store credit should have the 
same sanctimony that granting credit at a 
bank has. Imagine an important loan of 
money made by a bank clerk or a teller. The 
Cashier or Assistant Cashier, and sometimes 
even the president of the bank passes upon a 
loan and extending credit. Store credit 
should be granted with something like the 
same ceremony. ‘Too many credit men leave 
the interview to clerical assistants. The job 
of interviewing the applicant and opening the 
account is important enough to require the 
individual attention of the credit manager or 
tis direct assistant. 

he Credit Manager should also have a 
Private office in which he can interview ap- 
plicants, free from disturbance and intrusion. 
A small outer office should be provided and 
fitted up like the waiting room in a doctor’s 
office, with magazines devoted to store serv- 


ice and other magazines available to those in 
Waiting. 





KUNKEL, WOODWARD BUILDING, WASHINGTON, D. C. 


Where the daily number of applicants is 
large, the credit manager should aim to inter- 
view all applicants for credit personally, with 
the aid of an assistant carefully trained for 
this purpose. Both should be well versed in 
human nature and should become expert at 
sizing up the average individual, man or wom- 
an, at a glance. The wise credit man will keep 
all interviews confined to himself and one or 
two trusted assistants at the most, depending 
upon the volume of new credit business con- 
ducted. Quite often the credit manager leaves 
the interview to mere girls with scarcely an 
appreciation of fundamental business princi- 
ples. Sizing Up the Customer. 

The credit interview gives the credit man- 
ager the opportunity of getting acquainted 
with the customer and sizing him up, and if 
handled right makes the customer feel like 
the credit man is a new and pleasant acquaint- 
ance. The credit manager should try to put 
his prespective customer always at his ease 
by some happy remark or other, which gets 
the prospect to talk freely of himself. Once 
the credit man has mastered this art of mak- 
ing the applicant talkative, the battle is half 
won. 

It is often desirable to get the customer to 
supply answers to questions without knowing 
that he or she is doing so. A touchy customer 
must be handled with gloves, since otherwise 
her trade might be lost as well as the trade of 
any friends she might be able to influence. 
With a little practice and a keen appreciation 
of the workings of the human mind, the credit 
man can draw out a lot of information without 
appearing to do so. 

Formulating Interview Plans. 

For these and other apparent reasons, it is 
important that the credit manager formulate 
effective methods of approach, and continue 
always on the alert to develop new means of 
getting information from customers and mak- 
ing them talk without letting them know 
about it. An ambitious credit man will lie 
awake nights thinking up ways and means, 
based on each day’s experience, until he has 
formulated a series of interviews which will 
apply to the majority of instances. He is wise 
if he reduces them to writing and keeps track 
of them, not only for his own benefit but for 
that of his assistant, and for training future 
assistants, skilled in the art of interviewing. 

No credit manager undertakes to handle 
all customers in precisely the same way. But 
he can make use of the law of averages. For- 
mality should be avoided. A_ feel-at-home- 
stranger atmosphere, lets-sit-down-and-talk-it- 
over feeling, should characterize the interview, 
with the customer entirely at his ease and 
feeling like your guest. Of course, some credit 
managers prefer formality; others do not., The 
credit man must size up the customer and ap- 
ply the method which seems most suitable to 
each or to the occasion. 
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Selling Credit. 


It goes without saying that you can not 
get-together over a counter or window, much 
less one with bars. It may do very well for 
the credit man to lean on the window shelf 
and appear “chummy,” or for the customer 
to do so, but you cannot shake hands and meet 
each other squarely with barriers between 
you and the customer. The best atmosphere 
is one where you can sit down and talk it 
over, in which the credit man is master of 
ceremonies and dominates the interview, much 
like a salesman dominates in making a sale. 

The first interview should always promote a 
feeling of mutual confidence. It is desirable 
that the customer should go away with a feel- 
ing that he or she has a new found friend and 
that if anything goes wrong at the store, the 
one who handles the account from its incep- 
tion and throughout its life, is the one most in- 
terested in satisfying that customer’s wants. 

Certainly the inerview affords the oppor- 
tunity of super-salesmanship in extending 
credit. The credit manager has certain values 
to offer, services to render, plus an extension 
of credit which means much to house and cus- 
tomer alike. To make the customer a loan 
(which is what extending credit amounts to) 
is not an obligation of the store enforcible in 
law, but rather it is a coutesy and a distinct 
favor to the customer. It is the same to him 
as if he was going to the bank to borrow 
money. On the other hand, the store by be- 
coming a banker and making loans can do 
more business and so profit by having charge 
accounts. 

Credit Education. 


The retail store deals with customers who 
have little or no knowledge of business prin- 
ciples, who do not realize the nature of the 
service they are receiving and who consequent- 
ly are likely to treat their obligations care- 
lesly, unless these are so explained to them 
as to not only interest but also impress them. 
The retail credit manager, unlike the whole- 
sale credit man, who deals with business men 
only—individuals who realize the value of 
credit and paying their bills promptly—must 
deal with a large class of people who have not 
the slightest understanding of what credit 
means and who require credit education. 

The average customer’s unfamiliarity with 
with business methods only increases the 
credit manager’s difficulty in talking about 
them or developing knowledge through educa- 
tional campaigns. This makes it important 
that the credit manager pave the way in the 
original interview so as to lay the foundation 
for subsequent credit education by means of 
printed literature. It makes it all the more 
necessary that the credit manager sell credit 
instead of merely granting it as a matter of 
course. He must show the customer also, that 
it is to their mutual advantage to help maintain 
credit by prompt payment of bills 

The real difficulty with many credit men is 
that instead of SELLING credit and treating 
it as a valuable and important commodity, 
they give it away too eagerly or else too be- 
grudgingly, thus weakening the whole credit 
situation and making collection trebly difficult. 
While the industry and resource of the credit 








Manager in investigating an application is im- 


portant, and his keen and comprehensive 
judgment of human nature and business con- 
ditions consequential, the ability to skillfully 
and tactfully dominate the interview, sei] 
credit successfully, and make friends while do- 
ing it through supersalesmanship is a most 
valuable asset. 
Psychological Aspects. 

The credit manager must be especially ex- 
pert in sizing up feminine human nature, since 
the majority of shoppers, shop-lifters and 
“beats” fall within the same gender. A great 
many women pretend they are in comfort- 
able circumstances. Their outward appear- 
ance is seldom an indication of their ability 
to pay. Yet it often throws the credit man 
off his guard. 

If a woman applying for credit appears in- 
sulted by questions propounded to her, the 
credit manager simply confirms his suspicion 
that she needs watching and that her account 
is not likely to be desirable. The credit man 
can be on his guard also if the woman is 
either unduly talkative or needlessly uncom- 
municative. The woman who talks too much 
is trying to hide something under her cloak 
of words and verbiage—she tries to make a 
glib tongue take the place of hard cash—while 
the one who volunteers little or no informa- 
tion is not open-minded and honest in seeking 
credit. 

The Art of Questioning. 

In order to be adept at questioning the credit 
man should be familiar with all parts of the 
city, with people and events as chronicled in 
the daily press. Thorough familiarity with 
current events often open the way for familiar- 
ity which makes for the most friendly open 
feeling. A timely, much discussed subject 
(event or movie), often paves the way for 
conversation. Quite often, without any ap- 
pearance of formality and without the cus- 
tomer’s realizing it, he or she has told every- 
thing about financial standing, place of resi- 
dence, whether home is owned or rented, how 
large a place it is, and what position they oc- 
cupy in the community. 

Cross- examining credit applicants in legal 
fashion is a sales-killing method of obtaining 
information. If a competitor treats the cus- 
tomer more courteously, quizzes less or sub- 
jects her to less inquiry and embarrassment 
as to her credit standing, that customer is 
going to remember it and tell it to others. 
Applicants for credit do not generally under- 
stand why you have to ask so many questions 
(if indeed you do), why you want to know all 
about their business, whether they are prop- 
erty owners, now employed, and so on. But 
they will retain a lasting impression of your 
questioning process and the way you go about 
it. 

Fathoming Human Nature. 

The credit manager should be a_ shrewd 
judge of human nature. A young man applies 
for credit, fills out his card and is briefly inter- 
viewed in a pleasant way. When he leaves 
the credit man should know that the customer 
rents his room, is living somewhat beyond his 
means, judging from his dress and outward 
appearances, is inclined to be selfish, pleases 
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himself at the expense of others, and should 
not be trusted too far. 

A middle aged man appears and is inter- 
viewed. When he leaves the credit man should 
know that he lives on an old street close to the 
heart of the business district, given over most- 
ly to large, old-fashioned houses, except where 


new apartment houses have replaced them. 
That he must be a renter; that he works in 
an office and has a wife and one child; that 
he earns about $25 a week, and so the credit 
man guages his limit. 

In dealing with women it may be particularly 
useful to get the husband’s telephone number 
and to learn more about him if the answer 
appears at all evasive, or the woman does not 
want to give you the number because she says 
she does not want you to call up her husband. 
In this way you can detect widows who are 
irresponsible, grass-widows in the throes of 
divorce proceedings, and other undesirable, 
impecunious characters. 


Leading the Applicant. 

If the credit manager is not satisfied from 
his sizing up of the man or woman he deals 
with, he may put additional questions in an 
adroit manner, and he should aim to find out, 
albeit discreetly, all about that man or wom- 
an’s business, financial circumstances and liv- 
ing conditions. He should be sure to ascertain 
if that individual ever carried any credit else- 
where, as well as his banking connections. 
If he or she has any. 

During the interview it is also well to ascer- 
tain what it is intended to purchase now and 
at future times, why it is desired to open the 
account, how much cash business may be ex- 
pected from them, if any, and such other ques- 
tions as throw light on the desirability of tak- 
ing the credit risk and putting the business 
on the books. 

It is often desirable to know where they buy 
groceries and meats. In this way the credit 
man can find out whether they pay cash, or 
if credit, how promptly they settle for neces- 
sities elsewhere, and so confirm other conclu- 
sions which the credit man may have drawn 
or to verify other circumstances brought out 
in the interview. 

Credit men realize more and more that no- 
body knows more about himself than the appli- 
cant, and that an intelligent questioner, in- 
vestigating the facts, can arrive at a satisfac- 
tory basis for securing all needful and neces- 
sary information concerning the prospective 
customer, so as to definitely classify the ap- 
plicant in an accurate summary for future 
reference and recollection. 


First Aids to the Interview. 


The application blanks may consist merely 
of a 3x5 card containing the applicant’s name 
in full, address, residence and business, and 
phone, and occupation. The rest may be left 
to the “dictograph.” Detectives have employed 
this little instrument for years but the Credit 
Man still goes without a first aid to help him 
record the interview. If he is free to talk 
freely to the prospect without writing down 
information and the customer can talk freely 
without restraint and putting things in writ- 
ing, there is every chance of getting at all the 






facts much more quickly and of covering the 
ground more thoroughly. 

Imagine a lawyer in a crowded court room 
interrogating a witness and taking down 
everything that the witness says. He wouldn’t 
get far as a trial lawyer. He must match his 
wits with witness, judge and jury and oppos- 
ing counsel. He must be on the alert—on the 
jump. 

In order to assist the credit man in formu- 
lating questions and so as not to overlook any 
important questions, he may employ a key 
chart hung on the wall in back of the seat 
occupied by the witness, or he may keep a 
series of keyed questions on his desk under his 
desk pad (glass or celluloid). 

The credit man should make up a list of 
pertinent questions—any or all of which may 
be asked the applicant. Some of these are: 


Never Miss. 

Name in full—correctly spelled. 

Address—business and residence. 

Phone—business and residence. 

Real estate owned. 

Personal property owned. 

Where banking, from whom renting. 

Any insurance—life. health, accident, ete. 

Name of employer or partner in business. 

Names of other stores with whom credit is 
had. 

Attending physician. 

Names of references. 

Days when paid off. 

Residence last five years. 

Add others as they suggest themselves. 


Occasional. 
Names and ages of children. 
If married woman—full circumstances of the 
husband. 
If divorced woman—full information con- 
cerning her present status. 


Add others as they suggest themselves. 

The credit manager should plan and ar- 
range his work that he could stop in the midst 
of any task and conduct a clever interview. 
If he organizes this task he can save himself 
time and the store money afterwards. 


Closing the Deal. 

When the credit man opens an account he 
should enter into a definite arrangement with 
the customer concerning the liquidation of 
that account, and impress the customer with 
the fact that he must live up to that agree- 
ment afterwards. A credit limit should also 
be stated and the matter discussed with the 
applicant. 


The credit application may also be used as 
a contract between the customer and the store, 
containing waiver of rights of exemption and 
other legal technicalities. These are, of 
course, important to retail stores selling on 
the installment plan. The application may in 
such cases also contain an agreement to pay 
court costs and attorney’s fees if the account 
is not paid at maturity and it becomes neces- 
sary to sue. 











12 





THE CREDIT WORLD 








HOW MANY OF THIS KIND HAVE YOU 
ON YOUR BOOKS? 





The following from the Tulsa Bulletin tells a 
story that could be repeated in many other 
Local Associations. On small limit accounts 
it would be well to adopt the Los Angeles 
slogan, “She can’t become our debtor until she 
pays your bill.” 

“It’s your money you lose, not ours, when 
you get a ‘dead’ one on your ledgers. How- 
ever, this Bureau is here to protect you from 
credit losses, and it seems appropriate at this 
time that we should remind you that no young 
lady earning $115.00 per month is entitled to 

a month credit when she shows no 
‘outside income, just because she pays all 
right for a while. 

“Miss Smith had an account up to $80.00 
then later as high as $300.00 at the Blank 
Dept. Store. They considered her O. K. be- 
cause she paid all right. They called the office 
several times and found that she was buying 
at several stores, that she had given insf. 
checks at intervals since 1918 but always took 
them up. In some cases she was a little slow. 
The Blank Ready-to-Wear Store also had the 
facts but she paid all right and they let her 
have $200.00 as a limit. The Blank-Blank R. 
to W. store called on her in October, 1920, and 
the report didn’t look so bad—the others were 
selling her—then in Jan., 1921, she came back 
to Blank-Blanks and opened the account for 
$51.00—she owed the Blank Dept. Store at 
that time $300.00 the Blank R. to W. Store 

200.00, and in the meantime had secured 
$172.00 from two other merchants who didn’t 
even call the office at all. 


“Result today: she has lost her position un- 
der circumstances that will almost positively 
prohibit her from obtaining another position in 
Tulsa. She is into five subscribers to this 
Bureau to the total amount of $816.00. Of 
course, one of these cases where you lose 
stands out distinctly from your credit business ; 
much more so than the many cases where we 
have saved you like amounts. But the point 
is that if you will use the Bureau, and make 
good use of the information you get, these 
cases will not occur at all. IF THESE FIVE 
CREDIT MEN HAD TALKED THIS CASE 
OVER AT THE FRIDAY LUNCHEONS IT IS 
LIKELY THAT IT NEVER COULD HAVE 
HAPPENED!” 





The Colton Commercial Credit Association 
of Colton, S. Dak., recently received the fol- 
lowing in reply to a letter concerning a past 
due account: 

“Colton Commercial Credit Assn., 
“Colton, S. Dak. 

“We received your letter about what we 
owe them. Now be pachent. We ain’t forgot 
them and soon as folks pay us we will pay 
thim. 

“But, if this was jedgement day and you no 
more prepared to meet your God than we are 
to meet your account, then you shol going to 
hell. You tel ’em.” 

“Yours truly,” 






WHO IS TO BLAME 


It was reported in one of the papers in a nearby 
city that the District Attorney in refusing to 
issue a requisition for a prisoner who had been 
located in.another State, who was arrested on a 
charge of giving a large dry goods store a worth- 
less check. 

He is reported to have made this statement: 
‘We cannot requisition persons involved in purely 
business matters.”’ 

What does this mean? Does it mean that a 
man can commit any kind of crime that he 
wished against the business men, and the officers 
that are sworn to enforce the laws are going to 
say that this man can go free. The law provides 
in most every State, that issuing a worthless 
check is a crime, punishable, and deserves im- 
prisonment in the penitentiary for a period of 
years. Stealing is a crime, and when a man issues 
a worthless check he is stealing, and if the law 
provides this is a crime, it is the duty of every 
officer of the law to see that a man is tried, and 
if convicted, properly punished. It appears that 
any District Attorney is assuming considerable 
authority in stating whether or not he will or 
will not prosecute acriminal. The business men 
have a right to demand that criminal violation 
of business matters be prosecuted as much as 
any other kind. 

But, while we do not uphold any District 
Attorney in taking this stand, and the busi- 
ness men’s association should not tolerate it, 
still we wonder, who is to blame. We can only 
conclude the cause for this feeling on the part 
of the officers of the law is the avaricious ten- 
dency on the part of the business men, who, 
when they call upon the officers to issue a watr- 
rant, apprehend and prosecute a check artist, 
take the money and settle for the check, and re- 
fuse to prosecute the criminal, such people are 
entirely to blame for these conditions. 

The merchants, who like the man in one of our 
Wyoming cities, after the officers had found the 
check artist in Denver, and the warrant had been 
issued, the Sheriff had gone to Denver after the 
check artist, and brought him back, this mer- 
chant took the money, something over $60.00, 
and said, ‘let him go.”’ Take an example of an- 
other merchant who, after the woman ‘‘check 
artist’’ had been arrested for the second, having 
obtained about $100.00 worth of goods on worth- 
less checks, and the merchant told the sheriff 
“All I want is my goods, so I can sell them for 
Christmas; let her go.’’ Such merchants as this 
are absolutely to blame for these conditions, and 
it is high time that the business men, who are 
foolish enough and easy enough to cash strangers’ 
checks, should be game and take their loss. 

The above from C. O. Stiles, of Cheyenne, 
Wyo., who is National Chairman for the State 
of Wyoming, opens up a line of thought with the 
attention of every member. We are experiencing 
the same trouble in the National Office. We 
spend time and money in catching the Bad 

Check Artist, and then cannot get the victims to 
prosecute. 

If merchants are afraid of publicity or don't 
want to go to the trouble of such prosecutions, 
why not create a National Prosecution Fund. 
There is one thing certain, you will never get rid 
of these pests unless you make an example of 
a few. 
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FROM OAKLAND, CALIF. 


Look out for party named J. Goldberg. Is- 
sued check in San Francisco and Oakland for 
$85.00 on the American National Bank, signed 
J. Lori, age 38, height 6 ft., weight 170, florid 
complexion, cast in one eye. He identifies him- 
self with certain papers and claims to be in 
business in Crocket, Calif. Passed checks in 
Berkeley, signed O. Wells. Warrent out for 
his arrest. Notify National Office or Mr. Fen- 
ton G. Thompson, Chief of Police, Oakland, 
Calif. 





NEW CHECK SCHEME. 


The newest scheme in bad checks had come 
to light in sections of Arkansas. The checks 
when presented are apparently signed with 
ordinary pen and ink, but after they have been 
in the possession of the victim for a couple of 
hours the signature disappears entirely. A 
number of these checks are reported to have 
been passed. 





SAMUEL TRIEBER. 


Several Philadelphia members want to locate 
Samuel Trieber who formerly operated the 
Palace Chica Art School in Philadelphia and 
had a beach at Camden. Supposed to be in 
Cleveland or Chicago. 





CHADWICK AYERS. 


The Los Angeles Association want to locate 
Chadwick Ayres, formerly 1422 North Mari- 
posa, Los Angeles, producing Director Screen 
Crafts, Inc. Thirty-two years old, married, 
wife’s name, Katherine J., very afable and good 
dresser. Probably in moving picture business. 





CHICAGO CATCH MANNE. 


Adolph Manne, formerly of E. 66th St., and 
Linwood Ave., Cleveland, and who is said to 
have cashed checks amounting to several 
thousands of dollars in Clevel and, is reported 
as having been caught in Chicago. 





FLORIDA MEMBERS NOTE. 


The Sioux Falls, S. Dak., Retailers’ Associa- 
tion are anxious to locate Hattie B. Johnson, 
formerly 232 S. Duluth Ave., that city. She is 
reported to be somewhere in Florida and no 
other information is given. If you know her, 
advise the National Office. 





From Cleveland. 


Cleveland wants man using the name of 
Max Glickman, who camped just long enough 
to get away with several hundred dollars in 
“N. A. F.” checks on our retailers. This fel- 
low is about 36-40, weight 135, height, 5 ft. 6 
inches, thin face, and looks to be in ill health. 
Smooth face and possibly a light, thin mus- 
tache. While here this fellow presented cards 
indicating him to be dealing in diamonds, and 
other jewelry on the payment plan. He has 
what is believed to be a false shoe used on the 
right foot to fain lameness. 





FROM DENVER, COLO. 

We arrested in Denver on Saturday, the 5th 
inst., one Charles A. Brown, and wife, Silvia 
May Brown. They seem to have operated in 
Indianapolis, Miami, Fla., and Houston, Tex. 
These people seem to be mail thieves. They 
steal a bunch of mail from an apartment house, 


obtain statements, checks, etc., therefrom; 
then attempt to work the same off on the 
merchants. 


In cases where they receive statements in 
the mail they will draw up a fake check in 
the name of the party whose statement they 
have, go in and pay the bill and obtain change. 
I am glad to state they got no change out of 
Denver. They are resting peacefully and se- 
renely in our county jail, and we believe: will 
shortly be turned over to the government for 
attention. 

It is possible these people may be wanted 
in other cities. The arrest was made by Cap- 
tain Burlew, of the Burlew Detective Service, 
protecting our local stores. 

There was arrested at Colorado Springs, on 
March the 5th, Lewis Pratt, alias A. T. Lewis, 
age about 50 years. This party is a special 
check operator. We believe his nephew—Clar- 
ence Pratt, was also taken into custody at the 
time the arrest was made. 

If any of the members have been victimized 
by this pair communicate with the Chief of 
Police, Colorado Springs. 





FROM LANCASTER, PA. 


On March 16 a tall lady, well built, and 
well dressed, about six feet or more tall, 
smooth talker, with red face and neck (looked 
sunburned), wearing a small hat which cov- 
ered her hair and giving a story about going 
to the shore came into our store and had a 
check cashed for $10.00 and on the 18th she 
called again and had another check cashed 
for $15.00. The first check was cashed by a 
lerk without question, the second check was 
cashed by another clerk on the strength of the 
first one being cashed. My attention was 
called to it, when the bank phoned, “Not suf- 
ficient funds” on the first check and “Pro- 
test” on the second check. 

Upon investigation I found the lady depos- 
ited $215.00 in the Central National Bank of 
Columbia and secured a check book. A few 
days later she drew a check for a little over 
a hundred, payable to herself and marked the 
check, “For House,” giving the impression she 
was buying a house. She then gave out checks 
until her bank balance was gone and then 
continued giving checks. The Central Nat’ 
Bank of Columbia now holds about twenty five 
checks amounting to about $300.00 which came 
from stores in York and Lancaster, these 
towns are about twenty-eight miles apart. 
The name signed to checks can be obtained 
from National Office. 





HENRY KRACHT. 


The Cleveland Association want the pres- 
ent address of Henry Kracht, formerly 1536 
E. 73rd and 1616 E. 75th St., Cleveland, an in- 
vestment broker at 410 Schofield Bldg., a mem- 
ber of the firm of Kracht & Stillwell. If you 
know his whereabouts advise National Office. 
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FROM HARRIMAN, TENN. 


P. Q. Patty, said to be a traveling salesman, 
clean cut, 30 years old, has cashed several 
checks in Harriman and Rocjwood, Tenn., 
drawn on Fidelity and Columbia Trust Co., 
Louisville, Ky., signed Lane Fogel Lumber Co., 
L. A. Fogel, Secretary. 





FROM JOPLIN, MO. 


There has been a check artist operating in 
Joplin, Mo. since the 12th of this month. 
We first found out about it this week, the 
22nd, we having received one of the checks for 
$35.00 on Monday, the 21st, signed R. R. Wil- 
liams and drawn on the Miners Bank of Jop- 
lin, Mo. All his checks are on this bank, and 
range from $4.00 to $94.00. He uses the fol- 
lowing names: R. R. Williams, R. M. Miller, R. 
S. Hall, R. S. Row, Moss and R. O. Smith. 

He operates by giving his check for the ex- 
act amount of the purchase in each case, and 
then presumably disposing of his loot to get 
money. We located one watch that has been 
pawned. 

He is described as being about 5 feet 10 in. 
tall, rather slim, wearing about a 38 or 39 coat, 
a 40 size rain coat fitting him perfectly, prom- 
inent nose, dark complexioned, weight about 
150 to 160 pounds, neat appearing wearing a 
blue suit and green hat at times and other 
times a reddish brown suit and a brown hat. 
Notify National Office at once if you know 





FROM DENVER, COLO. 


We want to locate William L. Walsh, W. I 
Walsh, W. S. Walsh, or J. R. Falsh, formerly 
connected with Metropolitan Building and 
Construction Co. of Denver. Suggest other 
Bureaus lists these names and if located ad- 
vise Retail Credit Men’s Association, Denver, 
Colorado. 





A COLLECTION LETTER WITH PUNCH 


The Literary Digest sent the following letter 
to delinquent subscribers: 

“Dear Friend: Please tell us how to run our 
business successfully on the money owed us plus 
the money we spend trying to collect it. 

That is the hardest puzzle we ever tackeled. 
If you can solve it for us we’ll credit your account 
as paid in full and send you anything we have in 
our establishment with our blessing. 

You owe us the small sum named on the en- 
closed bill, and we have been spending it in ad- 
vance trying to get you to pay it. 

Your signed agreement to pay the amount on 
demand was accepted by us and recorded like 
a bond as good as gold. We still regard it so, 
but bless you, now is the time we want the coin. 

Procrastinitis is a most insidious disease; if it 
affects you much longer we will have to put 
away the joy bells that greeted your coming into 
our circle, and hunt for crepe. 

Joy never kills, so you need not be afraid, 
friend, to send your remittance by return mail. 

Thanks. 

With the best of good wishes always, 

Very sincerely,” 





FROM CHICKASHA, OKLA. 


Several stolen American Express money or- 
ders from Harrah, Okla., fifty dollars each, 
cashed here by Roy FE. White, dark complex- 
ion; five ft. six, age twenty-four, weight about 
one hundred fifty. 





FROM TOLEDO, OHIO. 


We are anxious to locate Archibold Vernon 
—_ and wife, Elsie, formerly 108 Front 

, Fremont, Ohio, professional photographer, 
aa member knowing the whereabouts of Mr, 
Austin please notify the National Office. 





FROM McPHERSON, KANS. 


On March 10 a man traveling viz, “Ford” 
route, passed a bogus check on one of our 
grocer members here at McPherson. Descrip- 
tion of party and methods used by him are 
as follows: Age about 40, weight about 200 
pounds, height about 5 feet 11 inches, dark 
hair, slightly gray, neatly dressed in a dark 
business suit. Bought a sack of sugar and 
tendered in payment a typewritten officially 
printed voucher claim check amount $35.00 
drawn on F. H. Hamilton, local treasurer of 
the St. Louis and San Francisco R. . St. 
Louis, Mo. Signed by C. FE. Rose, Claim Agent, 
payable to C. W. Webb, Burton, Kansas. The 
check was dated February 15, 1921, and hada 
serial number of 2506 printed with red ink 
at the upper right hand corner. 





WHO KNOWS THE WHEREABOUTS OF 
DEWITT ZIEGLER? 


Several members in Baltimore are anxious 
to locate Dewitt Ziegler, formerly 924 N. Car- 
rallton Ave., Baltimore. A machinist by trade 
and said to be in California. If you know his 
address notify the National Office at once. 





TO SOUTH DAKOTA MEMBERS. 


H. M. Coil, formerly of Alvin, IIL, is re- 
ported as having recently moved to South 
Dakota, in vicinity of Sioux Falls, and to be 
living on a farm. Advise National Office if 
he applies for an account. 





DAVENPORT WANTS TO LOCATE MISS 
FAY HOSTETTER. 


Miss Fay Hostetter, a music teacher form- 
erly connected with St. Katherine School at 
Davenport, and at one time living at 1118 
Sherman St., Denver, Colo., failed to leave 
her address when she left Davenport and a 
number of stores would like to locate her. 
She is described as medium height, quite stout, 
35 years old, dark brown hair, light blue eyes. 
Is wonderful musician. If you known her pres- 
ent address advise the National Office. 





FROM MINNEAPOLIS. 


We would like to locate Phillip Hantovet, 
understand he travels out of Chicago, makes 
surrounding towns and attempts to hire 
salesman for jewelry line. 
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JOHN H. PATTERSON 





These are the conclusions of John H. Patter- 
son, President of The National Cash Register 
Company, who has just returned from a four 
months’ visit to Europe. He made an intensive 
survey of industrial and financial conditions 
abroad. He attended the Geneva Conference of 
the League of Nations and spent considerable 
time in London, Paris, and the Riviera. 

Mr. Patterson said, ‘‘America’s part in solving 
the great problem is the extension of credit to 
these stricken countries. This country must 
help put Europe on its feet.” 

“We should give to European peoples long 
time credits, so that they can buy surplus stocks 
in the United States, thus giving relief both to 
themselves and the American people now caught 
in the throes of industrial depression. 

“France, England and Belgium must be given 
money to do the things that are necessary for 
their future. Unlimited credit must be given by 
the United States. The United States must 
affiliate itself with an association of nations. 
Foreign countries realize that the membership of 
this country in such a body is necessary. They 
are looking forward to the time when this will 
come. 

“We need some sort of international leadership. 
An association of nations is necessary so that 
representatives of these nations may get together 
and take decisive action on world problems. 
I think President Harding will proceed in that 
direction. Of course, he can’t hurry. It is a big 
job and he has a lot of other problems to take 
care of. 

“There are certain economic and social prob- 
lems to be met and conquered. I think it is 
necessary that all of the peoples of the world act 
in concert to do this work. If an association of 
nations did no more than this it would be a 
fine thing. 

“Germany will come back. Its cities and vari- 
ous centers did not feel the real brunt of the war. 
Manufactories were not destroyed and its people 
are aggressive. 

“Rates of exchange have had a baneful in- 
fluence on business. American products imported 
to foreign countries must be sold for prices that 
are almost prohibitive. Prices in European 
countries are now three or four times as high as 
before and during the war. The franc, once 
worth 18 cents, is now quoted at only 7 cents. 
At this rate prices on American goods must be 
quoted so that the manufacturers can realize the 
same price as under normal conditions. Buyers 
are scarce. They do not want to pay the price. 


“Years ago we had what we called the 
McKinley boom. We had a surplus of farm and 
manufactured stocks which Europe needed. We 
sold to Europe, and because Europe had the 
money to pay we profited. We had boom times. 
Just about the same situation obtains today ex- 
cept that Europe has no money to pay. What 
we need to do is to extend credit. That will help 
us get rid of our surplus stocks and supply those 
who need them. At the same time it will hasten 
the resumption of production in this country. 
It will stabilize exchange and encourage trading. 


MID-WEST CONFERENCE OF CREDIT MEN 

National Director H. H. Burris, of Berkson 
Bros., Kansas City, has completed arrangements 
for the Mid-West Conference to be held in 
Kansas City, May llth and 12th. All retail mer- 
chants and credit men in Arkansas, Missouri, 
Oklahoma, Kansas, Nebraska and Iowa are in- 
vited to attend. The entire two days will be de- 
voted to a discussion of Credits and Collections. 
Many excellent speakers are on the programme, 
and a Quiz will follow each paper or speech, so 
that all may get a chance to give their views. 
President Lawo, V. P. Nelson, Secretary Wood- 
lock and Directors Snider, McMullen and Burris 
will attend. Large delegations will go from St. 
Louis, St. Joseph, Omaha, Lincoln, Des Moines, 
Oklahoma City, Tulsa and Wichita. 

Kansas City has an excellent local association, 
so all can rest assured there will be no idle mo- 
ments. In addition to credit men, the following 
retail secretaries will be present: K. F. Nie- 
moeller, St. Louis, C. Z. Coffin, Kansas City, 
and J. W. Metcalfe, Omaha, Nebr. 


CHECK LAW VETOED BY GOVERNOR 
OF SOUTH DAKOTA 

For some reason that we have not learned, the 
Governor vetoed the check law which we finally 
got through both houses of the legislature. We 
have worked for six years to secure a good check 
law. We thought we had finally won our long, 
hard fight. We didn’t suppose that it was neces- 
sary to lobby the Governor. It isn’t usually done. 
Naturally, we were disappointed when we learned 
that the Governor had vetoed this bill. Natur- 
ally, we felt that the smooth check artist smiled 
up his sleeve and laid his plans for another two 
year season of operation in South Dakota. It 
appears that the Governor confused the present 
temporary epidemic of overdrafts and insufficient 
fund checks with the deliberate fraud of the 
check artists, and feared that the law proposed 
was too stringent. True, if a sturdy farmer gets 
careless with his check book, he can just as easily 
commit a crime as the itinerant check artist. 
But should we shield the crook simply because 
some farmers get careless? We can’t see it 
that way.—From the Bulletin of the Retail Mer- 
chants Association of South Dakota. 


FROM LOS ANGELES. 

We are attempting to locate Wm. H. Lind- 
sey, and Irene M. Lindsey, his wife, whose last 
known address was 2913 Flower St., South, 
this city. They are reported to be traveling 
through the states of Utah, and Idaho where 
he is reported to be selling stock in several 
companies he is promoting. His former ad- 
dresses were Dallas, Texas, Abilene, Texas, 
and Wichita, Kansas. Advise National Office 
if you know his ‘whereabouts, 
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POSITIONS WANTED. 


We have on file a number of applications 
from Credit Managers, Office Men and Execu- 
tives who are at present employed but desire 
to make a change. Merchants who are in need 
of experienced help and members of this Asso- 
ciation who know of an opening should get in 
touch with the Secretary. 

Retail Credit Men’s National Association, 
St. Louis. 


COLLECTION MANAGER WITH LEGAL 
ABILITY. 


One of our members who is an attorney 
and has had charge of a collection office hz indi- 
ing thousands of claims is desirous of making 
a change. We unhesitatingly endorse him as 
being able, clean-cut, conscientious and a good 
Executive. Is not necessary to confine work 
to collections, could act as Secretary of Cor- 
poration or other position where legal train- 
ing would be of value. Write the Secretary 
about this gentleman. 

Retail Credit Men’s National Association, 
St. Louis. 





EXECUTIVE. 


We know an Executive of Broad Business 
Experience who desires to make a change. 
He is not only thoroughly versed in Credit 
matters, but an organizer of rare ability, a high- 
class man in every respect. Has been with 
one firm over twenty years. Any merchant 
who needs the assistance of a business builder 
should write the Secretary, regarding this gen- 
tleman. 

Retail Credit Men’s National Association, 
St. Louis. 





POSITION WANTED 


CREDIT MAN AND OFFICE MANAGER—Experi- 
enced with record for collections, desires position; 
retail dry goods or ready-to-wear preferred. 
Salary to be based on collections. Can assume 
duties immediately. 





POSITION WANTED 


Credit man and office executive with best refer- 
ences and reputation of being expert on collec- 
tions, desires position as retail credit manager; 
is 30 years of age, resides in Texas. Would pre- 
fer to remain in that state, but will consider other 
offers. Willing to accept reasonable salary in 
order to demonstrate ability. 

Address F. F. F., c/o Credit World. 





FROM WICHITA, KANSAS. 

Look out for a party named J. H. Parks, 
claiming to be resident of Kansas City. He 
forged check for $75.00 in Wichita, Kansas, on 
Service Truck Co. of Kansas City. A tele- 
gram sent to Service Truck Co. brought reply 
that Parks has cashed similar checks in hotels 
in Topeka, St. Joseph and Hutchinson. It is 
believed Parks is guilty of other operations 
throughout the country. He is tall and slim, 
dark hair, blue eyes, one or two gold teeth, 
wore dark suit of clothes, black overcoat and 
black hat. Please notify N@tional Office. 





LOOKING FOR A LIVE CREDIT 
MANAGER 


Do you know of anyone who might be inter- 
ested in operating a credit reporting service in 
Springfield, Mass.? The Beacon Credit Exchange 
is looking for a live man to act as manager, who 
is in a position to take entire charge in building 
up their reporting service. They have over 
100,000 card records containing collection, credit 
and legal information, together with a special 
list of about 5,000 detailed typewritten reports. 

Springfield is one of the finest cities in the 
country, with the present population about 
125,000, and offers unusual opportunities to the 
right kind of a credit man. The Beacon Credit 
Exchange is operated in conjunction with the 
Beacon Adjustment Company, so that the over- 
head operating expenses are reduced to a mini- 
mum. A good live manager who is qualified as 
an organizer and has the peculiar selling ability 
necessary to sell credit reporting service can take 
over the credit reporting department of the 
Beacon Office and have practically a free hand to 
build up a real valuable reporting service. He 
will be assured the support and co-operation of 
Claude King, President of the Beacon System, 
who incorporated the credit department separate 
from the collection end of the business back in 
1913. 

There never was a better time than now to 
build up the credit reporting business, for surely 
there is a growing need during the present period 
of changing credit conditions for prompt and re- 
liable reports. 

Mr. King is anxious to locate someone with a 
little capital who is in a position to concentrate 
his entire time and attention on the credit de- 
partment. He is willing to give a half interest in 
the credit department to the man capable of 
developing this branch of the Beacon System. 





1921 YEAR OF ECONOMIC REORGANIZA- 
TION, SAYS BANKER. 





By Alvan W. Krech, President of the Equitable 
Trust Company, New York. 


In spite of the present business adversity we 
should take comfort in the thought that the 
world is going back to sanity. The present 
period of trade depression may be considered 
to a certain degree as a blessing in disguise, 
because it compels the business community to 
take notice of the economic laws which, in the 
flush of prosperity, were often overlooked. 

When business conditions are favorable our 
people are apt to be over- optimistic, but as 
soon as business adversity sets in they seem 
to take an almost morbid delight in pointing 
out the dreaded hand-writing on the wall. We 
grant that a break in the stock market is not 
a pleasant occurrence. We grant, also, that 
the retailer whose post New York shelves 
have not been cleared has every reason in the 
world to be very much dissatisfied with the 
prevailing economic conditions. 

We are now. engaged in the not always 
pleasant process of readjustment, but IL N’Y 
A QUE LE PREMIER PAS QUI COUTE, and 
the first steps toward a saner state of affairs 
may well strengthen our belief that 1921 will 
be the year of the economic RISORGIMEN- 
TO.—New York American. 
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ST. LOUIS WILL SEND LARGE DELEGA- 
TION TO HOUSTON 


The Associated Retail Credit Men of St. Louis 
have hit upon a plan to assure a full representa- 
tion at the Houston Convention. The large 
stores always pay the expenses of their credit 
manager, but this would be too much to expect 
from small dealers, so the live wires of the St. Louis 
Association got busy, arranged an entertainment 
and dance for the evening of April Ist. Over 
800 persons attended and several hundred dollars 
were realized to be used as a convention fund. 

An excursion on the river is planned for June 
to further increase this fund, and it is expected 
thirty or forty delegates will be sent from St. 
Louis. 





FROM SHERIDAN, WYO. 


A check artist is reported as working gar- 
ages and gasoline stations is operating in 
Wyoming. Well dressed, smooth shaven, slen- 
der, 5 ft. 11 inches tall, traveling in Stude- 
baker car, always signs the name of a physi- 
cian to checks. Those reported were issued 
on First National Bank of Powell, Wyoming, 
signed Dr. J. P. Pearson, and Citizens Bank 
of Sheridan, signed, Dr. H. H. Francis, notify 
National Office if you know anything of this 
party. 





IS THIS CO-OPERATION? 


One of our members sent a standardized 
inquiry blank for information regarding an 
applicant for a charge account to a large 
department store in Chicago (also a mem- 
ber). The blank was returned with a rubber 
stamp reading, “Account opened, 1-13-13, in 
good standing with us.” No effort was made 
to answer the detailed questions as to highest 
credit, how much now owing, manner of pay- 
ments, etc. No doubt the Chicago firm re- 
ceives hundreds of inquiries and it is some 
trouble to answer, but the mere fact the cus- 
tomers are in good standing is of no value 
to the Credit Man. In this particular case 
the account was opened in 1913. Is it active 
now? And when was this customer in “good 
standing”? This year, last year, or in 1913? 
If you expect the other fellow to give you 
complete information that will enable you to 
form an opinion you must do your part by 
giving such information yourself. 





FROM SHERIDAN, WYO. 


Name, Mrs. F. J. Slater; this name used in 
Sheridan. Small of stature, dark complexion, 
about thirty years old. Wore short muskrat 
fur coat. Had with her child about three 
years old. 

Gave check for $20.00 to one of the mer- 
chants on Bonner County National Bank of 
Sand Point, Idaho. Signed by Mrs. F. J. 
ag made out to Mrs. J.J. Slater, March 19, 


Bank of Sand Point states this has been 
done frequently by this couple, checks coming 
in from Montana—Billings, Lewistown and 
Great Falls. Size of checks all the way from 


$10.00 to $65.00. 





R. K. CHAPMAN 





This is the active secretary of the Associated 
Retail Credit Men of Cincinnati. He is always 
on the job and a loyal booster for the National 
Association. 

Mr. Chapman has endeared himself to the 
people of Cincinnati because of his active work in 
the care of crippled children. Through his efforts 
a school has been established and,yautomobiles 
call each day for these poor children; they are 
taken to school and back home in the afternoon. 





TENNESSEE CREDIT MEN ACTIVE 
IN LEGISLATION 


President Lawo has advised us that largely 


‘through the efforts of the Retail Credit Men of 


Memphis and Nashville, the State Legislature 
has passed a law subjecting the salaries of city 
and county employees to garnishment. This 
places them in the same class with all other 
salaried people of the State, and a creditor can 
obtain by garnisheeing their salaries, everything 
they have earned, which is still due them by 
their employer above $40.00, and if they have 
earned only $40.00, can get ten per cent of that. 

One of the stunts the Memphis Association 
did was to get the permission of seventy of the 
largest merchants and several of the leading 
physicians to send that many telegrams to the 
members of the committee, which had charge of 
the bill before it passed the legislature, over 
their signature. 

There are other states where similar laws should 
be enacted, and we hope local Associations will 
follow the lead of Memphis. One of the reasons 
for our organization is to get united effort, and 
in matter of this kind, and our Legislative Com- 
mittee, of which Mr. E. H. Ward, of Burgess- 
Nash Co., Omaha, is Chairman, is ready to help, 
if you will only get the work started in your stete. 


OKLAHOMA AND TEXAS MEMBERS, 
, NOTE 


We are anxious to locate Charles F. Peak, for- 
merly of Pittsburgh, Penn., reported to be in 
Oklahoma or Texas. 





We would like to locate the above parties who 
formerly were in Cheyenne, Pueblo, and other 
Western cities. They were in washing machine 
business, and at one time with Brokaw Eden 
Co. f you know them, notify Nat onal Office. 
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Authorizing charge sends. The J. L. Hudson Co., Detroit, Mich. 


Handling charge sends 


HEN charge sends are authorized with the charge takes, an extra 
burden is. thrown on the authorizers, which slows them up 
their handling of the transactions requiring the most speed. 


Many stores therefore prefer to have the charge sends authorized 
in the delivery room. The picture shows how this is done in the store of 
the J. L. Hudson Co., Detroit, Michigan. Charge send parcels with the 
sales slips are brought to the authorizers by Lamson belt conveyors, the 
authorized packages being taken from them by a conveyor located under 
the authorizing table. 


We have had considerable experience with the design of systems for 
authorizing in the delivery. If you are interested we should be glad to go 
into the matter further with you. Telephone or write the nearest 
Lamson office. 


THE LAMSON COMPANY 
BOSTON, MASS. 


SALES OFFICES: 


Boston - - - - - - = 100 Boylston St. Chicago - - - - - 6 No. Michigan Ave. 
New York - - - - = 911 East 37th St. Minneapolis - - - - 320 Tribune Annex 
Philadelphia - - - - 210 No. Broad St. Omaha 7 es & 418 McCague Bidg. 
Pittsburgh - - - - - - 319 Third Ave. San Francisco - - - - - 617 Mission St. 
Baltimore - - - - - Equitable Building Vancouver. B.C. - - - 603 Hastings St. 
Rochester - =- = = = 194 East Main St. Los Angeles - - 221 San Fernando Bldg. 
Detroit - - - = - = 525 Woodward Ave. St. Louis - - - - - = = = 709 Pine St. 
Toronto - - - - = = = 136 Simcoe St. Dallas - - - - - = - 905 % Elm St. 
Cleveland - - - - = 2063 East 4th St. Seattle - --- 215 Stewart St. 
Cincinnati - 119 East 5th St. Washington, D. c. - - 413 Colorado Bldg. 
Indianapolis - "Cor. w ashington and Illinois Atlanta - -- 30 Moore Building 
SERVICE STATIONS: 
Denver - - - - - - 1622 Arapahoe St. Albany - - - - - = - 22So. Pearl St. 
New Orleans - - - - = _ 227 Bourbon St. Buffalo - - - = =- + 194 Main St., 
Kansas City - - 200 New Ridge Building 








Lamson! 





Flexibility OVED 


MPROVED Service 
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Some one has said that “in a community 
where every one was a thief and a liar, credit 
would be impossible.” But, in a country like 
this, where the great majority of the people 
are honest, credit has become an established 
fact, and because of it have been builded the 
great commercial enterprises of today. The 
public has become so accustomed to that 
method of trading that even the small dealer, 
the butcher, baker and candle-stick maker 
find they must extend credit in order to 
increase their business. Merchants whose 
credit business runs from 30 per cent to 80 
per cent of their total admit if they did not 
give credit they would be able to retain only 
a small part of this trade. Therefore it is a 
vital factor in retail merchandising. It is a 
good thing, a business getter, and the only 
ones who say anything against it are those 
who have had large losses from bad debts. 

BAD DEBTS—that’s the thing. How shall 
we eliminate or reduce them? In this day 
and age where a great wave of education 
and efficiency is sweeping the land the answer 
is very simple—By Organization. 

In the granting of retail credit fully 50 per 
cent of the applicants have no tangible assets 
—nothing but personal reputation and past 
record. That is the basis upon which you 
must decide, and how are you going to get 
this information? The answer again is By 
Organization. 

In every city there are Credit Men who do 
not know the names of the other Credit Men 
of the same community. They look upon 
each other as business rivals and give grudg- 
ingly any information about their customers. 
Sometimes the rivalry is carried to such an 
extent that the information given out is mis- 
leading. The city having no credit organiza- 
tion is a standing invitation to the undesirable 
to come and settle down, and not settle up. 
The merchants are narrow and selfish. Expe- 
rience shows they never expand and grow 
like those in places where the retailers, while 
competitive in merchandising, co-operate in 
other things, and there is no branch of the 
retail business in which co-operation, fair 
dealing and exchange of information has a 
greater field for action than that pertaining 
to credits. 





The old theory was to shift all the unde- 
sirable accounts to the other fellow, but we 
soon found we got back as many, if not more, 
than we gave, and when we pause to analyze 
the situation we must realize the thing to do 
is to get together and eliminate this class 
before they get on our books. It can’t be 
done by shutting yourself up within the four 
walls of your office. No—we must organize, 
meet one another, become friends, exchange 
confidences, and forewarn each other of the 
danger of trusting those who had proved 
unworthy. Invariably when Credit Men of an 
unorganized community get together they 
find that the habitual bad account is on the 


WHY A RETAIL CREDIT MEN’S ASSOCIATION? 


By D. Jj. WoopLock, SECRETARY-TREASURER 


books of all. But we usually know the habitual. 
The fellow we want to guard against is the 
one who was good yesterday, but, because of 
misfortune, gambling, divorce or over-buying, 
is not good today. How can you stop this 
class, unless by exchanging information. 

And the educational feature of organiza- 
tion must not be lost sight of. When we meet 
others in the same line of business, mingle 
with many minds, exchange experiences, we 
are sure to learn something, and by united ac- 
tion can remedy the evils that may be hamper- 
ing our progress. Matters of legislation, for 
example, that probably could not be handled 
in any other way. 

A Retail Credit Men’s Association, support- 
ing a central bureau or clearing house (either 
privately or merchant owned), for the ex- 
change of ledger information, the members 
meeting regularly and discussing their prob- 
lems, is the distinguishing characteristic of an 
efficient organization of retail merchants. 

An analysis of the profit and loss accounts 
of retail merchants does not show they are 
the result of dishonesty. As a rule, they arise 
from extravagance, neglect, misfortune, igno- 
rance and indifference, and a friendly ex- 
change of information, ‘an insistence upon 
prompt payments, uniform thought and action 
among credit grantors can prevent many 
well-meaning persons from getting into the 
undesirable class. 

Think what it would mean to the credit 
seeker and general public to have the Credit 
Men of every city organized into Local Asso- 
ciations, linked together by the National Asso- 
ciation, working in harmony to eliminate the 
undesirable, prevent extravagance, encourage 
prompt payments. The moral force alone 
would be worth many times the membership 
dues in such an organization, and the mer- 
chant who does not support the Credit Asso- 
ciation of his town, who does not insist upon 
his credit managers attending the meetings 
of that Association, who does not give freely 
and ungrudingly of every bit of information 
he has regarding his charge customers, is a 
barnacle on the ship of PROGRESS. He has 
not learned of the wonderful possibilities of 
mutuality, of thought, unity of action and 
constructive co operation. 





DO YOU KNOW HERBERT F. MEYERS? 

We are anxious to locate Herbert F. Mey- 
ers, formerly of Baltimore. If you know him 
advise the National Office. 





CLARENCE H. HOFFSTADT. 

We want the address of Clarence H. Hoff- 
stadt, formerly of Los Angeles; is a drapery 
and upholstery worker; probably now em- 
ployed in furniture department of some large 
store. German accent; 5 ft. 10 in. high; pock 
marked and blind in one eye. 

If you know anything of him it is impor- 
tant to notify the National Office at once. 
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Bat— 


Ar in some stores she gets credit authorization 
in twenty seconds or less. In others she waits 

minutes and each additional wait finds her more 

impatient and less enthusiastic about the store. 


Speedy service in the matter of credit authorization 
for ‘“‘charge takes’”’ registers customer satisfaction more 
decisively probably than in any other department. 
It gives this work especial importance in safeguarding 
both the bank account and the prestige of the store. 


Fastest credit authorization may be obtained by the 
use of an Index Visible equipment in conjunction 
with any up-to-date communication system such as 
electric credit, tube, ’phone, or even overhead trolley. 
Index Visible differs radically in principle from any 
other visible system, and makes possible at once the 
greatest speed, the lowest cost, and the greatest ease 
of operation and expansion. 


Let us show you how it may accomplish this for your 
store. Send ,for literature and state approximate 
number of charge accounts and method you are now 
using. 


Errors are particularly costly today to any store: help avoid 
them by installing Index Visible. 


Branch Offices: 


New York Boston Philadelphia Pittsburgh Minneapolis 
Buffalo Cleveland Detroit Chicago Washington 


She Takes An Hour 
To Choose Her Hat 


She Wants Her Account 
OK’d in Twenty Seconds 





INDEX VISIBLE, INC. 


Offices and Factory: NEW HAVEN, CONN. 
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THE MEMBERSHIP DRIVE 


THE_MEMBERSHIP CAMPAIGN 


Michigan still holds the lead, but Missouri 
gained, and New York has passed Pennsylvania. 

Ohio is coming strong, having secured thirty- 
six new members in March and thirty-three in 
February and are only 13 points behind Pennsyl- 
vania. Illinois and Indiana were the only states 
in Class ‘‘A”’ that failed to secure a new member 
during March. 

In Class ‘“‘B’’, Iowa took the lead from Wiscon- 
sin by securing eleven while Wisconsin was idle. 
Alabama and Kansas showed a good gain and 
went ahead of Minnesota and Tennessee. 

In Class ‘‘C’’, South Dakota still leads and has 
gained on Washington. Florida surprised us all 
by jumping from eighth to fourth place, and 
from the activity in that state we expect South 
Dakota will have to hustle to hold the lead. 

In Class “D’”, the District of Columbia 
jumped from last to first place by sending in 
forty-four new members. This should be an in- 
spiration to other states in Class ““D.’”’ This 
large increase was caused by organization of the 
retail credit men of the District of Columbia. 


CLASS ‘‘A’’ 














Total 
New members new members 
in March for’ year 
Michigan...... — 14 159 
Missouri ‘ 22 , 135 
New York . 63 132 
Pennsylvania . 14 113 
36 100 
7 69 
6 ... 64 
Massachusetts 1 . 45 
Illinois._ i 0 . 39 
Indiana.___.. 0 al as 
CLASS “B” 
aan 11 . 64 
Wisconsin. __ 0 TS 
Oklahoma... 7 .. 48 
Alabama... 16 26 
Kansas......... 7 19 
Kentucky... 0 ae 
Minnesota... 0 u we 
Tennessee... 0 . 10 
Louisiana... 1 ieee: 
Virginia... 0 — 
Mississippi. 0 . & 
CLASS **C” 
South Dakota oe . 56 
W a 11 ... 43 
Colorado... 2 . 20 
Florida... 9 15 
Arkansas... 0 13 
Oregon... 0 12 
Nebraska... ‘ 0 9 
New Jersey. 0 9 
Georgia. 1 3 
West Virginia 0 3 
North Dakota ; 1 2 
South Carolina 0 1 
North Carolina 0 1 
Maryland.. 0 1 
Connecticut. 0 0 
CLASS *“*D” 
District of Columbia...... 44 . 44 
Rhode Island ; 0 . 16 
Vermont.. 0 . 15 
New Mexico 1 4 
| aa 1 4 
Montana.____. 1 4 
Wyoming... 0 2 
Idaho._ : 0 2 
Maine... 0 1 
Delaware.. 0 1 
New Hampshire 0 0 
Arizona... é , 0 en 0 
a RNRnRRee 0 0 


NOTICE 


Our members have received a large number of 
inquiries from the following concerns. They are 
not members of this Association: 

Merchants National Credit Association, 
Harvey St., Oklahoma City, Okla., 
Baley Bldg., Kansas City, Mo. 

Knights of the Castle, 305 South 
Chicago, Ill. 

Imperial Mercantile Credit Reporting Agency, 
Guhther Bldg., Chicago, IIl. 
Burlington Watch Co., 

Ave., Chicago, Il. 

National Retail Merchants Credit Association, 
201 Oliver Ave., Pittsburg, Pa. 
Co-operative Commercial Agency, 
Bldg., Syracuse, N. Y. 

National Credit Corporation, 58 W. Washing- 
ton St., Chicago, Ill. 

National Adjustment Association, 37 W. 
Buren St., Chicago, IIl. 

Archibald M. Hamilton, Atty., 
Hollywood, Iil. 

Creditors Association, Atlanta, Ga. 


16 N. 
and 300 


LaSalle St., 
19th 


and California 


202 


Seitz 


Van 


Robinson Bldg., 





DULUTH ACTIVE 


Duluth Credit Men have an excellent Bad 
Check Vigilance Committee, which has succeeded 
in catching several professional workers within 
the past few weeks. The credit men of the 
“Zenith,City” are much interested in developing 
the National Association, and a committee re- 
cently visited Hibbing, Minn., to assist in organ- 
izing the credit men of that place. 





GOOD COLL E CTIONS 


A large department store in Kansas City re- 
ports March collections as being exceptionally 
good during that month, they collected 62 per 
cent of their outstandings, including contract 
accounts. They evidently have a live credit 
manager who believes that prompt payments 
mean good credit. 


DR. DAVID BRODERICK 
We are desirous of locating Dr. David Brod- 
erick, formerly of 618 Savoy Hotel, Kansas City, 
Mo. Had offices at 738 Lathrop Bldg.; was 
reputed to be a specialist on children’s diseases. 
Is reported as having filed a voluntary petition 





n bankruptcy in 1919, listing creditors in 
Chicago, New York and Bisby, Ariz. This, 
however, did not keep him from seeking further 


credit and, strange to relate, 
has disappeared, and members are requested to 
list this name in their records and notify the 
National Office if he appears. 


WE COMPLIMENT TEXAS 


We present our compliments to the newly or- 
ganized Texas Association of Retail Credit Men 
and wish for it every success.. Inasmuch as the 
by-laws of this new Association require all mem- 
bers to be members of the National Association, 
we feel bound by particularly close ties, and that 
it will be a great force in assisting us not only in 
Texas, but nationally. 


ge got it. Now he 
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WHAT HAS YOUR LOCAL ASSOCIATION DONE 
SINCE AUGUST 1, 1920? 





_ _ 
» & £8 F 
<q 42 O08 4 
Alabama........... Birmingham ____.. 84 23 8 99 
Montgomery........ 33 3 11 25 
Arkansas ..........Fort Smith ......... 1 9 0 20 
Helena... Gi 24 1 0 25 
Little Rock . 32 1 14 19 
California ..Los Angeles... = =196 55 38 213 
Sacramento._....... il 0 3 s 
Sacramento.__...... 77 25 11 91 

Colorado . Denver... oe 94 17 10 101 
Greeley .. ‘5 25 0 15 10 
Pueblo... ‘ 27 0 3 24 

District of 

Columbia Washington 5 42 44 2 84 
Georgia.____..... Atlanta . : 19 1 1 19 
Illinois ._. -Chicago ae 75 15 33 57 
Quincy a 2 19 0 21 
Indiana Indianapolis ....... 123 0 44 79 
Michigan City .... 0 12 0 12 
South Bend........ 7 17 1 23 
lowa Davenport... 9 43 0 52 
Des Moines.__..... 50 1 1 50 
Sioux City ‘ 31 9 22 1S 
Kansas Topeka.__ ; 17 0 0 17 
Wichita . : 77 0 16 61 
Kentucky.. Louisville . 74 16 5 85 
Louisiana Baton Rouge ...... 2 5 0 7 
New Orleans : 39 2 4 37 
Shreveport 7 25 0 14 il 

Maryland___..... Baltimore a 0 0 101 
Massachusetts.. Boston . 102 0 Oo 102 
Fall River ‘ 6 11 0 17 
Springfield =e 35 31 0 66 
Worcester ae 56 0 4 52 
Michigan Battle Creek... 30 2 4 28 
Detroit sos mae 84 15 193 
Grand Rapids...... 37 1 19 19 
Kalamazoo ._....... 3 28 l 30 
Niles... 0 27 0 27 
Minnesota Duluth an 64 0 0 64 
Minneapolis ....... 281 13 2 292 
St. Paul — oe 3 8 138 
Missouri_........... Kansas City ...... 81 26 2 105 
Springfield... +3123 0 20 103 

St. Joseph URE 70 5 4 7 
St. Louis ...0....... 465 99 14 550 

Nebraska Lincoln .. 96 6 11 91 
Omaha... - 1 12 107 





e £ gf 

“a =@Z $ o6< 

New Jersey ....Newark ....._.. 61 2 0 63 
Trenton... ‘ 19 5 0 24 

New York ___.... Buffalo... 13 2 1 14 
New York 543 126 23 «4645 

Rochester . 5 2 0 7 

. 13 0 0 13 

Ohio ._. Akron___._.. 65 15 4 76 
Canton 10 1 0 ll 

Chillicothe 1 9 0 10 

Cincinnati 48 6 4 50 

Cleveland 517 57 6 568 

Toledo 33 1 1 33 

Youngstown 83 6 9 &9 

Oklahoma .. Bartlesville 12 0 0 12 
Chickasha 10 0 0 10 

Claremore 10 0 0 10 

Cushing 13 0 2 11 

El Reno 13 0 0 3 

Enid 25 0 21 4 

Norman 14 0 0 14 

Oklahoma City 52 5 2 55 

Tulsa 175 31 18 188 

Oregon .....Portland 84 12 0 96 
Pennsylvania._.Altoona 9 6 0 15 
Butler .. 2 26 0 28 

Philadelphia —_. 23 20 l 42 

Pittsburgh 304 23 15 312 

Rhode Island _. Providence. ._.... 6 18 0 24 
South Dakota_.Sioux Falls : 13 9 2 20 
Tennessee Chattanooga . 106 10 13. 103 
Knoxville 149 0 1 148 

Memphis 681 O 128 553 

Nashville i 156 0 0 156 

Texas Austin ._. 55 0 0 55 
Beaumont 13 1 0 14 

Dallas 90 2 10 = 8&2 

Fort Worth 44 2 2 44 

Galveston ...... 29 0 6 23 

Houston___. 105 17 6 116 

Orange.. O 170 0 17 

San Angelo : 67 7 1 73 

Waco ... 29 2 3 28 
Washington._....Seattle 40 14 1 53 
Spokane ‘ 111 21 3 129 

Tacoma 37 3 0 40 

West Virginia ..Huntington 17 3 2 18 
Wisconsin.__.... Milwaukee 187 60 25 222 
Wyoming......... Cheyenne 21 2 1 22 

















F you want to trace a “skip” or get credit 
information from another city would it be 
an advantage to know the name of a 
member whom you could address personally? 


The National Roster gives the name and address of every member, and 
we have several hundred of last issue we will supply for fifty cents each. 














GEO. W. FOSKETT AND AMY E. BALDWIN 


We would like to locate the above, who were 
residents of Boston several years ago; said to 
have made specialty of buying rings. If known, 
notify National Office. 


STOLEN MONEY ORDERS 


Do you know the list of Stolen Money Orders 
you receive each month is sent from the National 
Office by special permission of the Government? 
This is a real service, and these warnings should 
be heeded. 
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AT LAST TEXAS! 


By Frank E. Morriss. 


Waco, Texas, March 15th, 1921, was the 
scene of a very important event in the his- 
tory of the credit men of Texas. Strangely, 
Texas has been indifferent to a state organi- 
zation of credit men for many years, but now 
she intends to make a lot of HAY while the 
Credit Business shines. She has a lot of back 
hay to make, caused by the years and years 
of indifference, but once Texas gets started 
in any movement she gets up and hustles. 
So we announce the organization of The 
Texas Association of Retail Credit Men. The 
meeting was held in the Hotel Raleigh and 
attended by many credit men from the widely 
separated towns, eight cities being repre- 
sented, namely: Waco, Dallas, Fort Worth, 
Houston, Austin, San Antonio, Wichita Falls 
and Del Rio. 

William Monnig, Jr., of Monnig Dry Goods 
Co., who was instrumental in bringing the 
credit men together for the purpose of organ- 
ization, was elected president; vice-presidents, 
Max J. Rosenfeld of Sanger Bros., Dallas; 
L. L. Meyers of Houston; treasurer, T. W. 
Friederichs of San Antonio. 

The secretary is to be named by the presi- 
dent. 

The directors are: Harvey Harrell, Austin; 
J. H. Barnard, Wichita Falls; C. C. Wilcox, 
Del Rio; C. P. Younts, Houston; J. M. Walsh, 
Waco; William Niederman, Galveston; S. C. 
Swain, Sherman. 

Houston was selected for the next meeting 
place, and the date August 16-17 of this year, 
at which time the National Association of 
Retail Credit Men will meet in that city. 

This baby has been due for a long time, 
and we doubt not that Houston will be glad 
to report the arrival of the STORK when the 
National meeting is held in that city. 

Curiously, we shall*watch the working of 
this organization and note how well it func- 
tions. It has a large field and a great work 
before it. An Association that fails to func- 
tion might better have remained unborn, but 
we have confidence in these Texans. They 
are alert to the new idea of group organiza- 
tion and realize the individual responsibility 
to the group. 

There has been in the past, in all states, 
entirely too much lack of unity, co-operation 
and co-ordination. 

The dead beat and the fellow who pays 
when he gets ready seems to be legion, and a 
well organized legion. 

The laws in some states protecting such 
“birds” have gone unchallenged, and many a 
credit man has held the sack and whistled, 
while his credit has gone to that famous 
financial morgue, the P. & L. account, to be 
forgotten in the rush of newer and fresher 
bad checks and bad accounts. 

We have been talking in Texas for twenty- 
five or thirty years against certain laws, par- 
ticularly that one in respect to garnishment 
of incomes, but talk never had a law amended 
and never will. 


It is hoped that the first official act of this 
new Association will be an amendment to the 
laws of Texas that will permit the garnish- 
ment of at least a portion of income. 

Texas, we think, will quit talking and do 
some constructive work. 

The men at the head of this new Associa- 
tion are men of action as well as men of 
brains. 

They will no doubt make it hot for the dead 
beat, the bad check passer and the bad cred- 
itor actor of any nature. 


WATCH TEXAS! 





LET’S HAVE AN UNDERSTANDING. 


An Excellent Enclosure Sent Out by the 
Houston Association. 


No credit man will turn a debtor down who 
tells the truth. For truth is the foundation of 
credit. 

You owe an account—you have owed it for 
several months—it is long past due—you want 
to pay it—circumstances, perhaps, have been 
against you—then in all fairness to the credit 
man make a frank statement of your condi- 
tions. 

You will find the credit man willing to help 
the honest debtor, if he can. More often his 
hands are tied. The debtor will not make any 
attempt to make prompt payment of his 
account. He, therefore, can not expect any 
consideration at the hands of the credit man. 

If you are not willing to make a “clean 
breast” of your actual conditions, you have 
not good reason for thinking you will receive 
any consideration at the hands of the credit 
man. 

It is useless to dodge the issue, for every 
credit man in Houston is acquainted with 
your method of paying. He knows just how 
you stand with every firm doing business in 
Houston. 

If you don’t pay—if you won’t be honest 
enough to give the facts—if you don’t make 
any effort whatever to reduce your indebted- 
ness, you may be sure the credit man is 
“going after” the money due his firm. 

Sometimes drastic measures are necessary 
to collect an account. You can save yourself 
lots of trouble and much embarrassment by 
paying your bills promptly, or by giving the 
credit man valid reasons for your delinquency. 

Don’t let your bills accumulate! 

Keep them paid up every month! 

HOUSTON RETAIL CREDIT MEN’S 
ASSOCIATION. 





E. A. BOSTEDER. 


We want to locate E. A. Bosteder, who left 
Yankton three weeks ago and went to Inde- 
pendence and Des Moines, Iowa; 6 ft. tall; 
weight 200 pounds; 50 years old; smooth face; 
occupation, auctioneer. Notify National Office 
if you know him. 
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Established in 1907 on the Rock of Service 


The Hickox System 


BESSEMER BUILDING 
PITTSBURGH, PA. 


Collects Profit and Loss Accounts 


Everywhere 


For 50 Per Cent 


No OrHer CHARGES 


WRITE FOR SPECIAL RATES ON ACCOUNTS LESS THAN 
ONE YEAR OLD 


Over 9,000 References 


MEMBERS: 


Retail Credit Men’s National Association Commercial Law League of America 
Retail Credit Men’s Association of Pittsburgh Kiwanis Club 
Cleveland Retail Credit Men’s Co. Pittsburgh Chamber of Commerce 


A LEGEND 


Back in the Fall of 1907 there was born an Jdea—that collecting past due accounts by 
Personal call was the most satisfactory way of getting money. 


This idea, then, became the father of the first purely personal call System in America. 

High-class salaried adjusters were sent into nearly every State in the Union. Sometimes 
they would get as many as nine collections out of every ten interviews. 

Remarkable ? 

Not when you consider the knowledge these trained men had. 

The sum total of this knowledge equals what is now at your disposal. 


This System doesn’t guarantee Personal Call Service everywhere—it couldn’t do that—but 
it maintains collectors in many important points. 


Can you afford to let February go by without trying this system? 
You may learn that you cannot do without it. 


Fust mail The Hickox System, debtors’ name, address, date of bill and amount— 


TODAY ! 











The 
Elliot 
York 
entire 
Pacifi 
avenu 
Term 
attacl 
the c 

In 
office 
Comr 
bette: 
possil 
have 
They 
bette 
Mach 

The 
brane 
locat 
Pacif 
3roa 

The 
sever 
They 
signe 
the ; 
exect 
Fishe 

Ell 
invit: 
to vi 
have 
the | 


On 
Mr. | 
Quin 
on J: 
ager 


3. N 


ciati 
big 1 
ful r 

















THE CREDIT WORLD | 25 





ELLIOTT-FISHER COMPANY’S EXECU- 
TIVE AND GENERAL SALES OFFICES 
MOVE TO NEW YORK. 


The executive and general sales offices of 
Elliott-Fisher Company were moved to New 
York City early in May. They occupy the 
entire sixteenth floor of the new Canadian- 
Pacific Building, which is located at Madison 
avenue and 43rd street, in the Grand Central 
Terminal Zone. The offices were formerly 
attached to the general offices and factory of 
the company in Harrisburg, Pa. 

In moving the executive and general sales 
offices to New York, officers of Elliott-Fisher 
Company believe that the company is in a 
better position to complete the enormous sales 
possibilities of Elliott-Fisher products, which 
have become exceedingly large in late years. 
They also believe that the company is now 
better able to serve users of Elliott-Fisher 
Machines and supplies. 

The sales offices of the New York City 
branch of Elliott-Fisher Company are also 
located on the same floor of the Canadian 
Pacific Building. They were moved from 217 
3roadway. 

The entire new offices occupy more than 
seventeen thousand square feet of floor space. 
They are strictly modern, and are well de- 
signed. They are planned so as to permit of 
the greatest efficiency on the part of the 
exectitive and general sales staff of Elliott- 
Fisher Company. 

Elliott-Fisher Company has extended an 
invitation to persons interested in its product 
to visit its new offices whenever those persons 
have occasion to be in the neighborhood of 
the Canadian-Pacific Building. 





Cc. J. ALLEN. 


One of the founders of this Association was 
Mr. C. J. Allen, Credit Manager of the Young 
Quinlan Company, Minneapolis, Minn., who 
on January Ist assumed the position of Man- 
ager of the Department of Accounts of the 
B. Nugent & Bros. Dry @oods Co., St. Louis. 
He is one of the most consistent members of 
the National Association, and because he is 
now an executive of the firm with which the 
Editor was so long connected, we like to turn 
the pages of the Credit World and note that 
at the Rochester Convention in 1913, Mr. 
C. J. Allen was a leading spirit and in addi- 
tion to being Chairman of the Auditing Com- 
mittee he also was a member of the Co-Op- 
eration and Insign Committee. These were 
the early days and Allen has seen this Asso- 
ciation grow from a handful to thousands. 
He himself has also grown. He never missed 
a Convention, always was a leader in his 
Local, and as a result, today Mr. Allen is a vec- 
ognized authority on Credit. He has made 
possible in the case of Nugent’s the handling 
of an enormous increase in business with the 
least possible credit trouble. The Credit men 
of St. Louis welcome Mr. Allen to their Asso- 
ciation. He is a big man and because he is a 
big man he foresaw 10 years ago the wonder- 
ful power and possibilities of this Association. 


FROM MEMPHIS. 


On Monday, Feb. 21st, a party giving his 
name as-W. W. Epperson entered a Memphis 
store and picked out an overcoat the price of 
which was $60 and tendered a cashier’s check 
drawn by Monroe County Bank of Brinkley, 
Ark., on the Liberty Bank of St. Louis, St. 
Louis, Mo., for $80, payable to W. W. Epper- 
son. Check was signed by J. W. Brown, Asst. 
Cashier, and asked for the difference, $20 in 
cash. 

Stated he was traveling salesman for Los 
Angeles Leather Goods Co. of Los Angeles, 
Calif., his territory being in the tri-states 
(Tenn., Ark., Miss.), and made his headquar- 
ters at Marion Hotel, Little Rock, Ark., and 
was at present stopping at Gayosa Hotel here. 
Showed a letter from a party who wrote him 
regarding the check. 

On account of the straightforward manner 
he had and two bankers having stated they 
considered the check genuine, we delivered 
the coat. We called the cashier of Marion 
County Bank at Brinkley, Ark., and he in- 
formed us that this party had been issued 
exchange for $8 on Saturday, Feb. 19th. On 
close examination it was found that check 
had been raised from $8 to $80. We immedi- 
ately put detectives on his trail and _ this 
morning, Feb. 22d, at 11 a. m., he was arrested 
at Grand Central Station. 

Description of party: Age, about 35; height, 
about 5 ft. 6 or 7 in.; weight, about 140 pounds; 
hair, iron gray, not heavy gray; his hair was 
black, but is tinged throughout with gray. 
When buying overcoat, he wore cheap suit, 
probably costing about $25 or $30, which 
needed pressing, and an old felt hat with per- 
spiration showing through ribbon on outside. 
When arrested had on expensive light checked 
suit, with checked cap, and was neatly 
dressed. Had check protectors, inks, etc. 

It was further learned that the Bank of 
Brinkley, Brinkley, Ark., had received a tele- 
gram for $6 to be paid to W. W. Epperson 
and same was signed D. C. Williams, Little 
Rock, Ark. He was paid this amount, $6, and 
walked down the street to the Monroe County 
Bank, where he got exchange for $8 

The check was altered in this manner: 
The amount was cut in with a Protectograph, 
reading as “EIGHT DOLLARS,” and when 


presented to us read as follows: “EIGHTY 
DOLLARS,” he filling in the “Y” with his 
instruments. Authorities state that this is 


the cleverest piece of work they have ever 
seen. 

His plan seems to be as follows: To have 
a partner in some city close by; he goes to a 
small country town near this city; the part- 
ner wires him a small amount and he then 
gets exchange for a few dollars or an amount 
which can easily be altered, and then goes to 
another city and passes the check. 





BUY IT! 


From those who advertise in 
the Credit World. 
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A SUGGESTION. 


National Director McMullen suggests we 
organize a Collection Department in connec- 
tion with the National Office. This is a big 
undertaking and has many angles, therefore 
we would like to have the opinion of our 
members. The idea has added weight just 
now because of the large number of worth- 
less collection agencies and the inclination of 
members to patronize such concerns while 
ignoring the regular collection agency in con- 
nection with their Bureau or the privately 
owned concern that has been found reliable, 
simply because the rates may be 5 per cent 
higher. Remember, you can’t get something 
for nothing and reliable collection service is 
cheaper in the long run. We shall be glad to 
hear from any member regarding this propo- 
sition. 





FROM HELENA, ARK. 


Tames M. Adams, home, Eugene, Oregon, 
5 feet 10 inches tall, and slender, blue eyes, 
sandy hair, has a swelling on right wrist which 
is bandaged. At time he left New Orleans 
he wore brown suit; inside his coat were the 
initials J. M. A. in gilt. He wore a brown 
velour hat and tan shoes and has dark gray 
overcoat. 





GEORGE WATERFORD. 





Mr. George Waterford, Credit Manager of 
Best & Co., and National Director has been 
unanimously elected President of the Associated 
Retail Credit Men of New York, which is the 
largest local association in our organization, 
having 646 members. 


HELLER WANTS TO KNOW— 


Permit me to propound “foolish question” 
number ten to the readers of the CREDIT 
WORLD. 

If the paternal side of the family is an un- 
desirable charge risk, and the maternal side 
a good one, what would you think of the son 
or daughter of the above union? 

Would you say, “The sins of the father are 
visited on the son”? Or would you say, “If 
the sins of the father are visited on the son, 
why should not the virtues of the mother 
likewise be visited upon him?” 

If you had only the records of the two par- 
ents to guide you in passing on this application 
for creditt HOW WOULD YOU DECIDE? 

E. B. HELLER. 


Answers will be published in next month's 
issue. 





THESE MEN HAVE WORK TO DO IN 
MAKING BUSINESS BETTER. 


The following from the Spokane Daily 
Chronicle shows how the recent conference 
at Spokane was of interest to the press: 

“Spokane is glad to be host to the retail 
credit men of the northwest who are meeting 
here to form a northwest association, work 
out plans for acquainting the people with 
credit systems and discuss ways and means 
of assisting each other in their business deal- 
ings. 

“By showing buyers the advantages of pay- 
ing bills promptly and informing them of the 
credit system carried on by the retailers these 
credit men will be performing a service both 
to themselves and to those who buy from 
their companies. 

“Problems confront the credit men that call 
for serious thought. They must plan for con- 
tinued trade without crippling finances; they 
must work for protected credits in the face 
of stringent money conditions. The forma- 
tion of a northwest association should result 
in benefit to their work.” 


FROM DENVER 


We beg to warn you regarding one C. P. 
Combs, using the aliases of C. L. Emry, R. C. 
Dort, C. L. Davis, and Todd. 

This party haled, originally, from Chadron, 
Nebr., where he was engaged in the shoe repair 
business. He is a man about 50 years of age, 
6 feet 2 inches tall, weighs 200 pounds, sandy and 
gray hair, bald through the center; first joint of 
the right index finger is gone, wore glasses in 
Denver, and a size 74% cap. 

He bought a captain’s uniform and puttees 
here; also bought a ladies’ wrist watch and a 
K. P. ring; he also bought a ladies’ coat and a 
soldier’s overcoat. He spoke of having a wile 
and son. 

Said to have been connected with the Boy 
Scouts of Chadron, Nebr. 

This party, no doubt, will show up in other 
centers, and we would advise that other cities 
be on the lookout for him. He probably will be 
wearing the officer’s uniform when he appears. 
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Ww. C. LYNE ADDRESSES CREDIT MEN 
OF PITTSBURGH 


Three of the most efficient agencies in foster- 
ing and strengthening commercial credit under 
modern business conditions are the functions of 
the Federal Reserve Bank, the Mercantile Credit 
Association and Life Insurance’’—was the state- 
ment made before the Pittsburgh Mercantile 
Credit Association by W. C. Lyne, the Resident 
Manager of the Union Central Life Insurance Co. 
at the dinner given by the Retail Credit Men’s 
Association last evening at Hotel Chatham. 

Had it not been for the efficient service of the 
Federal Reserve Bank in recent years, the busi- 
ness world would probably now be in the grip of 
a panic that would have made that of 1907 look 
like a Piker. And were it not for the intelligent 
co-operation and diligent searchlight of credit 
associations in spotting weak points and pitfalls 
of security, there would be in the very nature of 
things large profits earned by business initiative 
and commercial activity charged off to profit and 
loss. And had it not been for the great service of 
Life Insurance in safeguarding credit as the 
largest creditor in the world to public utilities, 
such as railroads, trolley lines, telephone com- 
panies and numberless other commercial activi- 
ties and especially its credit to city building en- 
terprises of homes and office buildings as well 
as manufacturing plants, and credit to farmers 
in improving agricultural development absolutely 
needed for increasing farm products and thereby 
keeping down the price of food and necessities 
of life in this day of high cost of living, it is al- 
most impossible to conceive how transportation 
facilities would have been crippled, manufactur- 
ing interests embarrassed and agriculture in 
many sections of our land hampered and reduced 
below the point of ordinary necessities and de- 
mands. 

Then, too, not only has the function of life in- 
surance as a creditor to the builders of city homes 
and farm cultivation been in evidence by the 
loan of about $2,000,000,000 equally divided 
between these borrowers but the long strong arm 
of lifeinsurance through the purchase of municipal, 
county, state and national securities has been a 
contribution towards material development be- 
yond words. Not only have highways been made 
the arteries of easy increasing travel and trade 
by necessary improvements, but city sanitation 
in supplying pure water and proper sewerage have 
safeguarded lives and decreased disease and 
death, but insurance companies in its broad 
service is now and has been expending enormous 
sums in lengthening the lease of life by free ex- 
amination and the circulation of Health Bulle- 
tins and furnishing free nurses. One company 
alone reporting 10,000,000 of free visits made by 
hurses employed by that company, conserving 
the health of its army of industrial patrons. 
But over and above these manifold activities of 
public service and over and above the great 
primary mission of life insurance in protecting 
the individual, the family and business, thereby 
contributing beyond measure to social welfare 
in its fight against want, pauperism, intemper- 
ance and immorality, the great service of life in- 
surance to our Government in loaning it over 
$700,000,000 in the hour of extreme need for 
money, for sinews of war and to go over the top 
in the great struggle for liberty and humanity 
through which we have just passed in the late 





war, must not fail to receive just and patriotic 
appreciation. These millions of dollars loaned 
by life insurance companies in Liberty and Vic- 
tory Bonds was a contribution of the noblest kind 
to patriotism when it is recognized that these 
loans were made at a low rate of interest when 
there was a stiff demand for money at high rates 
of interest, and therefore insurance companies in 
this act and loss of millions of dollars in interest 
rose to the occasion of the highest possible service 
and sacrifice for the good of America and the 
stability of the world and civilization. It is a 
great privilege to know that this opportunity 
came and was used through the thrifty savings 
small and large of the humblest and greatest 
American and that thereby helped not only to 
save these earnings from possible confiscation, 
but conserve liberty of this Nation and the world. 

After discussing the remarkable sane and safe 
character of the credit extended by insurance 
companies through approved forms of invest- 
ment, tested and tried out by experienced judg- 
ment of the ablest minds in finance on insurance 
directorates and noting also that while enormous 
indebtedness of the United States to insurance 
companies and other creditors footed up over 
$25,000,000,000, it was pointed out that the in- 
surance in force in less than forty life insurance 
companies amounted to more than double that 
amount, and that in the natural course of ma- 
turity by death and endowments this huge sum 
of over $50,000,000,000 would mature and be 
promptly paid in claims to policyholders prob- 
ably long before the Government liquidated its 
$25,000,000,000 of indebtedness which was the 
occasion of the heavy taxation for income, in- 
heritance taxes and other sources of revenue 
heavily taxed, which now confronted and ham- 
pered the normal activities of men of wealth and 
estates. He also pointed out as a matter show- 
ing the vital interest of the public in this greatest 
enterprise of modern times, Life Insurance, that 
two out of every five persons in the United States 
were policyholders and thereby capitalists to a 
certain extent interested in conserving the con- 
structive forces of business and private owner- 
ship in our land and in fighting not only the 
battle against want and ruin but also fighting 
the incidious propaganda of Bolshevism which 
tended towards the destructive forces directed 
against the sacredness of family life, private 
ownership and the stabilizing influences of busi- 
ness and Government. 

After emphasizing the magnitude and wonder- 
ful growth of life insurance in the short space of 
75 years or 77 years since it virtually began in 
America as an institution, he referred to life in- 
surance being the outcome of Marine insurance 
and that its first objective, in fact its origin, was 
due to insure the lives or the ransom of the 
captain of ships who was seized by pirates in the 
Mediterranean Sea, and that in its crude begin- 
nings in America in New York City that its 
backers had no knowledge of the scientific basis 
of mortality losses nor of any need of legal re- 
serves to fortify against any future liabilities, but 
that risks were accepted freely for insurance 
without the formality of any examination, but 
merely upon the recommendation of friends or 
the casual personal observation of some of the 
directors of the board. But from this crude and 
modest beginning there had steadily grown with 
leaps and bounds the greatest modern institu- 
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tion of the business world, having in its treasury 
over $6,000,000,000 as a guaranteed fund of 
solvency and had stood up against the losses 
that came through the war and influenza with 
a strength and financial integrity that challenged 
the admiration of the world. When the great 
wave of influenza swept over the land, carrying 
with it unexpected losses beyond the normal 
death losses of over $111,000,000, these losses, 
which were a severe test of a life insurance com- 
pany, than the great fires of Boston and Chicago 
were to fire insurance companies, or the earth- 
quake of San Francisco, these unusual demands 
and totally unexpected, had been met with the 
utmost promptness and with apparent ease, 
one company alone after paying out over $22,- 
000,000 on account of influenza losses went on 
transacting business at the old stand and is now 
offering many times that amount as loans to 
builders in meeting the acute demand felt all 
over the United States for house building, and at 
a time when men of wealth and large estates 
have been kept so busy paying income taxes and 
looking after inheritance taxes that the channel 
for building enterprises has been largely stopped 
by lack of building funds. 

The speaker then discussed with convincing 
force and clearness the relation of life insurance 
policies to banks and mercantile credits, citing 
the practice of banks and mercantile houses not 
only to find out insurance payable to the estate 
of creditors, but insisting in many cases that 
policies be furnished to reinforce lines of credit 
in supplying in event of death immediate liquid 
assets to liquidate obligations and thereby avoid 
the long delays in the settlement of estates and 
the unbanklike practice keeping overdue papers 
for years. He cited many interesting cases where 
in Pittsburgh not only banks had been saved 
from large losses, but large individual borrowers 
had been saved from bankruptcy through the 
splendid service of life insurance as a factor in 
lines of commercial credit. 


FROM CLEVELAND. 


On February 28, 1921, one “A. B. Collins” 
gave a check for $400.00, drawn on the First 
National Bank, Duquesne (Pittsburgh), Pa., 
as part payment for a restaurant owned by 
R. Barr, 4025 East 93rd street, Cleveland. He 
was successful in getting several other checks 
of different amounts cashed in the same 
neighborhood. 

Subject is described as being a man of five 
feet ten inches tall; weighs about 145 pounds; 
gray hair; smooth face; wore a gray suit, 
soft, black hat and light brown raincoat. 
Seemed to be very business-like and under- 
stood the restaurant business, cooking, etc. 





FROM ORLANDO, FLA. 


A fellow giving the name of J. P. Harper 
worked the merchants of Orlando for a num- 
ber of checks, all of which were supposed to 
be pay for painting at regular union scale. 
Described as 5 ft. 10 in., 150 pounds, 40 years 
old, dark eyes, dressed in working clothes. 


HOTEL RATES FOR HOUSTON 
CONVENTION 


Houston has a large number of good hotels. 
Mr. Younts, the General Chairman of the Con- 
vention Committee, tells us the hotel proprietors 
have made special arrangements for taking care 
of the Credit Men. 

Rice HOTEL. 

Rates, without bath, single person, $2.50: 
with bath, $3.00, $3.50, $4.00, $5.00 and $6.00 
per day. 

Hote, BENDER—Four blocks from Rice. 

Single rooms, without bath, $1.50 and $2.00 
per day. Single Rooms with bath, $2.50, $3.00 
and $3.50 per day. Rooms with two beds, with- 
out bath, $3.00 and $4.00 per day. Rooms with 
two beds, with bath, $5.00, $6.00 and $7.00 per 
day. Double rate on rooms without bath, 
$3.00, $3.50 and $4.00 per day. Double rate on 
rooms with bath, $4.00, $5.00 and $6.00 per day. 
Hore, Corron—Four blocks from Rice. 

All rooms with bath. Single person, $2.50. 
For two people to the room, $3.50, one double 
bed. $4.00 per room, two people to room, two 
single beds. 

Brazos Hotret—Ten blocks from Rice. 

Single, room without bath, $1.50; double, room 
without bath, $3.00. Single, room with bath, 
$2.50 and $3.00; double, room with bath, $4.00 
and $5.00. 

HorTet Bristot—Two blocks from Rice. 

Single, room without bath, $1.50 and $2.00; 
double, room without bath, $2.50 and $3.00. 
Single, room with bath, $2.00 and $3.00; double, 
room with bath, $3.00 and $5.00. 

Mi.sy Horet—Across street from Rice. 

Single, rooms without bath, $1.50; double, $2.50. 
Single, room with bath, $2.00 and $2.50; double, 
room with bath, $3.50 and $4.00. 





TWO THINGS EVERY CREDIT MAN 
SHOULD HAVE. 


Our National Emblem on his Collection Let- 
ter, a Membership Roster, to enable him to 
get in touch with other Credit Men. 

The National Office furnishes these for 50 
cents each. 





Collection Stickers and 
Inserts Help You Get 
in the Slow Accounts. 


The National Office 
Furnishes at Two Dol- 
lars Per Thousand. 


ORDER TODAY 
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IS IT PIG HEADED, HARD HEADED 
—O ? 





By Frank E. Morriss, Dallas, Texas. 


Cities grow, as grow they must. Conditions 
change. Yesterday, as a credit man, you and 
I knew everybody in town. When Johnny 
Smith’s cousin came to town—we all knew it, 
and perhaps when Johnny’s mother gave a 
dance, in the honor of this fair stranger 
cousin—we were all there. But the town is 
now so big—we call it a city. People come 
and people go, and it takes expert cataloging 
to keep up with them. 

You don’t know every credit risk in your 
town. Impossible. We once could watch our 
credit as it browsed about in Tom, Dick & 
Harry, or on the backs of those individuals, 
much as a good shepherd watches his sheep. 
But today the pasture is too big—we have 
let down the fences and instead of square 
feet we are permitting our credit sheep to 
browse in square miles. 

There are a great many more sheep to the 
square inch than once there were. 

If we want to bring back to our business 
the money that represents the goods we have 
put inside and outside of those sheep, we must 
keep a careful index of each sheep. 

If your sheep have become reckless, and 
are breaking through the fences, extending 
their credit lines, by buying from your cred- 
itor, you have an additional alarm. He, if he 
is a wise credit man, knowing that you had 
already fed and clothed those sheep, pretty 
fairly up to their credit needs, and are wor- 
ried about your money, must needs be wor- 
tying about his. This, then, has doubled the 
credit worries in the credit world and caused 
two credit men to be worried doubly, where 
only one before was worried, and that in the 
singular. 

Now, then, is it necessary to know before 
granting credit to a salaried person—to know 
all of the particulars about him or her? 

Some of the particulars are their antece- 
dents, what sort of company have they always 
kept, have they paid their bills fairly prompt, 
and WHAT IS THEIR SALARY. Some say 
you do not need to know what a man’s sal- 
ary is, and some say it is highly essential in 
granting credit to know it. 

The question is brought about because some 
business houses refuse to divulge this infor- 
mation, claiming that it is a personal or pri- 
vate matter of the house paying the salary, 
and they do not care to divulge it. 

But the credit man—what does he think? 
Bill Smith comes to him for a line. If he is 
a good credit man, with all deference to those 
who argue otherwise, he will ask the ques- 
tion—point blank—straight from the shoul- 
der, “Mr. Smith, what salary do you receive?” 

If Mr. Smith resents this question, Mr. 
Smith is either short-sighted or trying to pull 
off a raw deal. If Mr. Smith gives the infor- 
mation he naturally expects, if requested, his 
employer will confirm it. That is if Mr. Smith 
is honest and has told the truth. If Mr. Smith 
is dishonest, and has lied, then and there the 





credit man ought to decide that Mr. Smith’s 
business, if it comes to his house, will have to 
be on the CASH and CARRY PLAN. 

We will suppose that Mr. Smith gives the 
amount of salary he draws. The credit man 
would be a fool if he didn’t confirm the 
amount, or be sure that it was approximately 
correct. How will he verify Mr. Smith’s 
statement? Only one way to do it. Go to 
the references he gives. His employer is the 
salary reference. If Smith wants that credit, 
he feels that it is just as much a part of his 
employer’s duty to confirm his word as it is 
for a credit department of one house to con- 
firm the word of a credit seeker who has 
used him as reference. 

If the employer will not do this he is either 
pig headed or hard headed. A pig headed 
man and a hard headed man are both fools. 

In the credit world there cannot be any 
hushing up of any department of informa- 
tion. If there is, where are we to stop with 
the hushing? It is just this lack of co-op- 
eration on the part of banks, business houses, 
employers (call it carelessness if you will), 
that is making bad conditions in the credit 
world. 

What difference does it make to me if John 
Smith hornswoggles you with a bad check, if 
I learn of the occurrence after he has horn- 
swoggled me? You tell me about it and 
laugh. Had you told me about it when it 
occurred, I might have told you of something 
similar, in time. You would have saved me—I 
would have saved you, and we both would be 
laughing. As it is we are both in tears, and 
I am saying, “I told you I would get even with 
you, because you failed to put me wise to that 
hornswoggler Jones.” 

Tf credit men don’t stick together can’t you 
see that the crook and the dead beat, the 
check kiter and the misrepresenter will always 
have the upper hand? 

What in Sam Hill do I care that you are 
about to P. & L. $298.50 on Jiggles Wheaton? 
If you had told me three months ago that 
Jiggles was jiggling along, refusing to meet 
his just obligations, that $300 of mine that 
he owes, and is almost overdue, would not be 
on the books. Again—if you had warned me 
about Jiggles and his jiggling methods, I 
would have warned you that Kate Flippitt— 
who pretends to be drawing $50 a week—is 
no more than a $15 copyist, and saved you 
that fur coat she is wearing. 

Again we would have laughed together. 

If you are so durned particular about tell- 
ing what any of your hundred employees 
draw as wages, I shall be just as particular 
about divulging what my ninety-nine draw. 
Then one hundred and ninety-nine people 
have us both at a disadvantage. Your one 
hundred may be trying to gouge me, and my 
ninety-nine will be digging at your ribs. 

MORAL: Is yours a pig head or a hard 
head? 





BUY IT! 


From those who advertise in 
the Credit World. 


pe 
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ADDRESSES WANTED 


Members are interested in locating the following persons. If you know anything regarding them 
report at once to the National Office, where a record is kept of the member making the inquiry. 
Members reporting names for these columns are urged to give the occupation. 





Adler, A. H., formerly of Youngstown, Ohio. 


Allen, Mrs. Nell (or Mrs. Brown Allen), dressmaker. 
Aliey, T. W., 1009 13th St. N. W., Camp Meade, Md. 
Alexander, Chas.; wife, Verna; 5707 Curtiss Ave., 
Cleveland, Ohio; bookkeeper. 
Archer, George, 601 West ‘‘C’’ St., Hutchinson, Kan. 
Armstrong, Mrs. C. J., believed to be in Florida. 
Balser, Myron H., 1402 14th St. N. W., W ashington, 
CG 


Baker, G. W., 1600 Euclid Ave., bellhop at Morland 
Hotel, Cleveland, Ohio. 

Barnes, Mrs. H. A., 431 Kingshighway, Shreveport, La. 

Barstow, Dr. L. P., formerly of St. Louis, Mo. 

Bates, Mr. Geo. J., 1187 Cass Ave., Detroit, Mich.; 
sales manager for King Motor Co. 

Bates, Merle F., of Fremont, Nebr., and care of Amer- 
ican Express C 0., at Fresno, Calif. 

Bentley, F. W., 2ist and Pine Sts., St. Louis, Mo., 
Oliver Oil and Gas Burner Co. 

Berg, Effie Harrison, 508 Plum St., Beaumont, Tex 

Bergman, Miss Blanche, Seattle, Wash.; stenographer. 

Bishop, Mrs. Herbert, 14 Willoughby St., Bristol, Conn. 

Bissell, Miss Hope, Seattle, Wash.; stenographer; later 
Los Angeles, Calif. 

Block, Mrs. Charlie; last heard of in Arizona. 

Boras, H., 12909 Parkhill; also 3074 E. 123rd St., 
Cleveland, as is barber. 

Bourne, Mrs. E. J., Trenton, N. J. 

Brown, Miss a 709 Interdrive, St. Louis, Mo. 

Buck, Mr. Geo. H., 101 Forest, E. Detroit, Mich.; is 
traveling salesman for Richards & Wilcox, of Aurora, 
Il 






Buckley, Mrs. Charles, Ag Ave., Norfolk, Conn. 

Butterworth, Mrs. : “> Calhoun Hotel, Seattle, 
Wash. ; furrier. 

Carney, Alice, 224 Newberry St., Boston, Mass. 

Carson, Armand H., 541 2nd St., Detroit, Mich.; chef. 

Chatfield, E. R., formerly of Ranger, Tex.; produce and 
florist. 

Chittendon, Simon B., 2615 Lee Road, assistant sales 
manager for Landusky Cement Co., Cleveland. 

Coney, H. B.; said to be in Okeechobee, Fla. 

Conklin, Henry T. W., 315 American Mechanic Bldg., 
Trenton, N. J. 

Conner, Miss Amy, Evansville, Ind. 

Connelly, D. J., 308 Gaiety Bldg., 1545 Broadway, 
New York, Tandy Oil Co. 

Coleman, Miss Louise, Box 166, Los Palas, Calif. 

Corner, Geo. W., and wife, Orlando, Fla. 

Costa, Victor, 78 Colony St., Bridgeport, Conn. 

Cowan, Mrs. R. H., 2005 Marshall St., Shreveport, La. 

Crane, Geo. W., Plant City or Tampa, Fla. 

Crawford, F. C., General Delivery, Dallas, Tex. 

Creager, Gray H., 1423 Military St., Port Huron, 
Mich.; broker. 

Creel, John P., Orlando, Fla. 

Crews, Mr. oO. E., 2819 Stonewall St., Shreveport, La. 

Cummings, Mrs. C. H., 400 Broadway, Seattle, Wash.; 
later said to be in St. Paul, Minn. 

Curtis, Paul T., 117 Jefferson Ave., Springfield, Mass. 

Darling, A. Morse, 276 Washington St., Hartford, 
Conn.; salesman, 

Davis, Mrs. R. O., Caddo Hotel, Shreveport, La. 

Deates, W. K., 2493 Cable, Beaumont, Tex. 

Delmore, J. P., Flint, Mich. 

Deutsch, Roy F., 242 Main St., New Britain, Conn.; 
later said to be in Atlantic City, N. J. 

Dishman, Edna, formerly of Amelia, Tex 

Ditroiler, H. 8., Cleveland, Ohio; finance and industry 
business. 

Donohue, Miss Inez, Navy Yards, Bremerton, Wash.; 
stenographer; later, California. 

Dougherty, Mrs. H. M., 2415 Hearne Ave., Shreveport, 


4a. 

Drake, L.- D., 501 Riverside Drive, Waterloo, Lowa; 
formerly traveling salesman. 

Duffy, Thomas J., compositor, left Denver for either 
Kansas City or Los Angeles, Calif. 

Dunn, C. A., formerly of Detroit, Mich., care of Detroit 
Gear & Machinery Co. 

Dupree, Mrs. George H., or Jean G., care of Southern 
Motor Corp. of C harlotte, N.C, 

Durand, Lewis G. and Elizabeth; is itinerant minister, 
a publisher of odd sacred books; wife accompanies 
him on his travels as a singer; now said to be in West. 

Eden, Mr. Ed., likely to be in New Mexico. 


Elias, B. A., formerly wr Platte, Nebr.; switchman’ 
employed. by the C. B. 

Ellis, Julius (colored), 3198 13th Ave., Birmingham, 
Ala. ; employed by U.S. Cast Iron Pipe and Foundry 
Co. 7 connected with some iron works. 

Elizey, Mrs. H. E., formerly Commanche, Okla. 

Erlas, "Miss Fio, formerly Thermopolis, Wyo.; stenog- 
rapher; also of Colorado Springs, Colo. 

Ethridge, J. H., Birmingham, Ala.; also care of Hoag- 
land Apts., Ft. Wayne, Ind. 

Evans, Miss Augusta, care of Gaysoa Hotel, Memphis, 
Tenn.; milliner and saleslady. 

Farres, Miss Rose, 1532 Irving Place, Shreveport, La. 

Finlay, Miss Irene, 47 Wyllis o. Hartford, Conn.; 
later said to be in New York Ci 

Finlay, Miss Monico, 47 Wyllis St: ’ Hartford, Conn.; 
later said to be in New York C ity. 

Finley, Miss Myrtle, Seattle, Wash.; manicurist; now 
said to be in California. 

Ford, Mrs. J. M., 2901 Preston St., Baltimore, Md. 

Fultz, Dr. H. B., 1109 Liberty St., ‘Beaumont, Tex 

a. R. E., 1422 Mass Ave. N. W., Washington, 

Cc 





Garland, Mr. Ww. , Santee. Wash.; bookkeeper; later 
said to be in Porti: und, 

Gauchan, Mrs. R. P., Bailey: Apts., Beaumont, Tex. 

Gemmerick, Mr. John, 2626 Maryland Ave., Baltimore, 
Md.; sales manager Power Product Co. 

Gibson, W. W., Orlando, Fla. 

Gilbert, C. F., 1810 E. 19; real estate salesman, Cleve- 
land, Ohio. 

Gilles, W. Mayhew, Ft. Deposit, Md., R. F. D. No. 1, 
stationery and printing salesman. 

Gleason, Mrs. V. A., Seattle, Wash.; deals in apart- 
ment houses. 

Godfrey, Mrs. Eva, 503 Washington St., Newark, N.J., 
also Box No. 44, Lowell, Mass. 

Gold, Miss E., 149 W. 118th St., New York, N. Y. 

Goldstein, Joseph, 3363 E. 132, C leveland, Ohio., car 
of Cleveland Automatic Machine Co. 

Good, Mrs. J. H., Lakeview Apts., Seattle, Wash.; 
milliner. 

Goodrich, Leo, Rockford, Mich.; bakery and restau- 
rant business. 

Goggins, Mrs. J. F., care of Commercial National Bark 
of Shreveport. sa. 

Graham, Miss E. T., 1432 Newton St. N. W., Washing- 
ton, D. C, 

Gray, Mrs. Pearl, Worland, Bates County, Mo., care of 
Kansas City Southern R. R. Co. 

Greifer, Joseph H., 123 Windsor Ave., Hartford, Conn., 
insurance agent. 

Griffin, Daniel H., Chelsea, Boston and Everett, Mass. 

Griffin, Mr. T. B., care of White Sewing Machine Co., 
also Wray Dickinson Co., Shreveport, La. 

Hale, Mrs. R. M., Houston, Texas. 

Hamlin, Fred E., Atlanta, Ga.; care of Hearst News- 
paper Co., of Atlanta, Ga. 

Hannan, W. G., Spokane, Wash. 

Holt, Miss Carrie, Seattle, Wash.; saleslady. 

Harris, Thos. H., 3815 Connecticut St., St. Louis, Mo., 
Bell Telephone Co., 919 Pine St; old address, 3806 
Washington Ave., St. Louis, Mo. 

Harris, J. L., 804 E. Gate Ave., St. Louis, Mo.; con- 
nected as resident manager of the Corporations Aux- 
iliary Co., Chemical Bldg., St. Louis, Mo. 

Harrington, Miss Lela, care of Caddo Abstract Co., 
Shreveport, La. 

Heine, Geo., 3550 —~O Ave., St. Louis, Mo. 

Hildenbrand, Fred, Louis, Mo 

Houchins, Wm. E. Belleville, ii. sells extracts and 
colors to retail druggists. 

Howard, Carl, 1561 Richton Ave., Detroit, Mich.; goes 
under name of Carl Edward and Carl Richard; wife 
Helen Howard. 

Huffman, Mr. W. Spencer, Lincoln, Nebr., or Pueblo, 
Colo. 

Hulbert, Abbie, No. 25 Conn Flats, Beaumont, Tex. | 

Hummell, Howard O., 3922 Connecticut St., St. Louts, 
Mo., care of Study & Farrar, as draftsman; now said 
to be located somewhere in Arkansas. 

Ireson, Mrs. Irivelle, 1598 Victoria, Beaumont. Tex. 

Jenkins. Mrs. O. S., 960 Marfaret Place, Shreveport. La. 

Jenkins, Dr. H. L., care of Dr. E. G. Griffin. of Chat 
tanooga, Tenn. ’ 

Jennings, Mr Ray, 919 E. State St., Trenton, N. J. 
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Johnson, Dr. H., Kingston, Tenn. D.V.S. __ 

Johnson, Hattie B., 232 S. Duluth Ave., Sioux Falls, 
later said to be in Florida. 

Johnston. Mr. and Mrs. Harry. Statler Hotel. Cleve- 
land, Ohio . 

Karotking. Abraham. 45 Belden St., Hartford. Conn.: 
later. New Haven Conn. 

Kendall, C. E., formerly manager of the Pittsburgh, 
Pa., branch of Brown & Bigelow Adv. Co., Phila- 
delphia, Pa. 

Kent, Mr. A. R., Wilkinson, Wash.; while there was 
superintendent of Board of Education. 

Kirkbride, Allen, superintendent of construction of 
new club house at Lansing Riverside Club, in the 
employ of American Pork Builders, Marquette Bldg., 
at Chicago, Ill. 

Knowles, Mrs. E. D., 5428 Kimbark Ave., Chicago, Ill. 

Koblesku, Joe, 898 Wheel St., Milwaukee, Wisc. 

Kracht, Henry, 1536 E. 73rd St., and 1616 E. 75th St.. 
Cleveland, Ohio; is investment broker at 410 Scho- 
field Bldg., and member of firm of Kracht & Stillwell, 
Cleveland, Ohio. 

Lantz, Mrs. Wm., 1984 E. 69th St., Cleveland, Ohio. 

Larson, Ernest, Park Ave., E. Hartford, Conn. 

Leschner, Frank, Akron, Ohio; conducted drug store 
at Buffalo, N. Y.; also lived at 12 Military Road, 
Buffalo, N. Y. 

Levy, Dr. I. J., South Manchester, Conn. 

Linde, George, 3906 M Ave., East Lake, Chattanooga, 
Tenn., Linde Hide & Fur Co. 

Lindsey, Wm. H. and Irene M., 2913 S. Flower St., 
Los Angeles, Calif.; sells stock for several companies 
4 is promoting; was formerly of Dallas and Abilene, 

ex. 

Lucre, Mrs., 93 Adelaide St., Hartford, Conn.; later, 
Boston, Mass. 

Luderick, Walter (real name, Roderick), Tremont 
Hotel, Marinette, Wisc. 

Lukanoviz, Mr. Vic., Seattle, Wash. 

Lyong, Granville, Indianapolis, Ind., sec’y Organole 
Corp., 118 E. Ohio St., Indianapolis, Ind. 

Mack, W. L., Syracuse, Ind., insurance agent Crescent 
Life Ins. Co., Indianapolis, Ind. 

MacDonald, Normand 8., had charge of Kinball Bak- 
ery, at Kinball, Nebr. 

Malcomb, W. F., Orlando, Fla. 

Martin, Mrs. Minnie, 192 Delmar Ave., Detroit, Mich. 
Mason, Miss Dorothy N., 833 N. Linwood Ave., Balti- 
more, Md.; yeowoman—3rd Class, Lexington Bldg., 
N.O. T. 8., Section No. 1, Baltimore, Md. 

Mayberry, Franklin, Hartford, Conn.; salesman for 
electric washing machines and vacuum cleaners. 

McElroy, Mr. Edward J., Chicago, Ill.; is expert ac- 
countant. 

McGauran, Orlando, Fla. 

McGowan, John A., formerly a conductor on street 
railway at Boston, Mass. 

McIntyre, Frank, 913 N. Capitol Ave., Indianapolis, 


nd, 

Meade, Wm. L., Atlanta, Fla., care of Sub. Tropical 
Fruit Co., of Tampa, Fla. 

Molhousen, Mrs. L. F., 235 Robinson Place, Shreve- 
port, La. 

Morgen, Mrs. W. L., 645 Herndon Ave., Shreveport, 


a. 
Myers, H. E., Plainville, Conn. 
Nash, E. L., Hutchinson, Kan.; left for El Dorado, 
_Tex.; is carpenter. 
Nece, L. A., formerly Birmingham, Ala.; later said to 
_be in Oklahoma City or Tulsa, Okla. 
Neese, Carl O., care of U. S. Aviation Service; interested 
_in buying and selling oils. 
Nichols, Allen G., 1501 12th St. N. W., Washington, 
_ stock salesman. 
Nolan, Mr. Cliff, is either in Calif., Ariz., Washington 
_or Oregon. 
Norton, James J., 2163 E 40th St., Cleveland, Ohio. 
0 orien, Wm., Denver, Colo.; salesman for Collier's 
rly 
0’Crowley, Henry J., Orlando and Jacksonville, Fla. 
Ortefa, Mr. E. M., said to be either in California, Ari- 
zona, Washington or Oregon 
Pace, Miss C, L., 404 E. College St., Shreveport, La. 
Peacock, W. W. Orlando, Fla.; also Jacksonville, Fla. 


Perry, Mrs. K., believed to be in Tampa, Fla. 

ther, Mrs. W. W., care of Inn Hotel, Shreveport, La. 
Prater, Mrs. B. H., formerly of Aberdeen, La. 
Prello, John, 27 Buckingham St., Hartford, Conn. 
Preston, Mrs. H. W., El Dorado, Tex. 
Preston, Mrs. A. A., 3666 Prospect, Cleveland, Ohio. 
Prevatt, James D., Orlando, Fla.; also No. 2 Rector 
8t., New York City, N. Y. 






Price,J}R.YB., Tulsa, Okla.; lumber business; supposed 
to have gone to Georgia or Arkansas. 

Provencal, L., 54 Bond St.; carpenter; now said to be 
somewhere in Providence, R. I. 

Reid, G. W., 1399 Victoria, Beaumont, Tex. 

Rheinstrom, Mr. C. E., 112 W. Adams, Chicago, IIL; 
real estate dealer; has criminal records dating back 
a good many years. 

Ripley, Edw. F., 608 13th St., Washington, D. C., 
bookkeeper, U. 8. Shipping Board. 

Roberts, J., Leader and New Building. 

Robinson, Mrs. May, 1802 12th St., Seattle, Wash.: 
deals in apartment houses. 

Rogers, A. L., formerly of Orange, Tex. 

Rogers, K. C., formerly care of The Goggan Co., 
Beaumont, Tex. 

Roman, E. A., 3807 Livingston St., Chevy Chase, D. C. 

Rooney, Mrs. G., 825 Jones St., San Francisco, Calif; 
said to have gone East. 

Rudd, Mrs. E. J., 969 Texas Ave., Cincinnati, Ohio; 
care of Hotel Sinton. 

Russo, Sam., Ensley, Ala.; formerly in business on 
Avenue L and 2Ist. 

Rutherford, H. L., had business at Lakeland, Fla. 

Ryan, Mrs. J. T., 928 Wall St., Beaumont, Tex. 

Sapp, — Lucian N., Louisiana Sanitarium, Shreve- 
port, La. 

Schuman, Otto, 19 Edgewood St., Hartford, Conn.; 
later, Los Angeles, Calif. 

Seals, Mr. Wm. F., 4405 Reisterstown Rd., Baltimore, 


Md. 

Sells, Mrs. D. E., General Delivery, Seattle, Wash. 

Shaw, K. N. (negro), Memphis, Tenn., formerly in 
business in Birmingham, Ala. 

Shepard, Mrs. Elizabeth, newspaper woman, Cleve- 
land, Ohio. 

Slay, Delia, 127 Emelia St., Beaumont, Tex. 

Sloan, 8. C., 1560 Gilpin St., Denver, Colo.; oil business. 

Smith, D. P., formerly of Orlando, Fla. 

Smith, Clarence, 616 Ontario and 2210 Kent St., 
Toledo, Ohio; mechanic; was foreman in the Auto 
Lite Garage St., Toledo, Ohio. 

Smith, R. C., 2148 Holdredge St., Lincoln, Nebr.; 
Singer Sewing Machine salesman; later heard from 
in Hudson, Wisc. 

Smith, Mrs. I. L., 1217 Texas St., Shreveport, La. 

Smith, C. L., 124 Dallas St., San Antonio, Tex. 

Soodalter, G., 1525 Arlington Ave., Des Moines, lowa. 

Spencer, Dr. J. B., Box No. 238, Havelford, Pa. 

Stevio, David R., 468 Harman Ave., Akron, Ohio: 
carpenter. 

Stevenson, Mrs. H., Seattle, Wash.; millinery saleslady. 

Suggs, Mrs. F., 2508 Virginia Ave., Shreveport, La 

Tait, David S., 1320 New Hampshire Ave., Washing- 
ton, D. C., formerly lieutenant in U. 8S. Army. 

Tait, Dr. Hugo F. 8., 1320 New Hampshire Ave., 
Washington, D. C.; formerly Public H.'s. 

Taylor, Mrs. Elizabeth, 2091 E. 102, stenographer, 
Cleveland, Ohio. 

Thayer, Max, Buffalo, N. Y. 

Till, Thomas Vincent, 4404 Campbell St., Kansas City, 


PR 


Mo. 

Tonkin, Wm., 110 Bellevue St., Hartford, Conn.; later 
said to be in Philadelphia, Pa. 

Torson, Mr. T. B., formerly of North Dakota, formerly 
city auditor and cashier of Security Bank at Rugby. 

Townley, C. W., Fidelity Adv. Agency, Garfield Bldg., 
Cieveland, Ohio. 

Trai, Mrs. J. S., 1094 Cottonwood, Beaumont, Tex. 

Trieber, Samuel, formerly of Philadelphia, Pa., traded 
as the Palace China Art School, also had branch store 
in Camden, believed to be somewhere in middle 
west, either in Cleveland or Chicago. 

Fulton, Elmer, Fitchborg, Mass.; also Bristol, Conn. 

Turner, Mr. Chas., 865 2nd Ave., Detroit, Mich.; sales- 
man of insurance stocks. 

Turpin, Miss Gladys, 111 East Grace St., 1819 Grace 
St., Richmond, Va. 

Utt, Chas. Harold, Omaha, Neb., automobile salesman. 

Vickery, Mrs. A. T., 834 Stephen Ave., Shreveport. La. 

Walker, P. L., Atlanta, Ga., care of Cherokee Medicine 
Co., there. 

Walker, Mr. J. W., Duncan, Okla. 

Walson, K. D. C., formerly of Orlando, Fla. 

Ward, W. J., 459 79th St., Brooklyn, N. Y. 

Warnock, Robert W., 369 Albany Ave., Hartford, Conn. 

hed, >-apaenaan Miss Lizzie, 1932 Walnut St., Shreveport, 
4a. 

Watson, C. J., Ranger, Tex.; insurance and real estate. 

Weber, Patrick, 51 Admard St., West Haven, Conn. 

White, T. W., Tulsa, Okla., care of White Motor 
Sales Co. 

Woodill, F. C., 148 Kent St., Hartford, Conn. 

Wyatt, J. B., Denver, Colo., care of Wyatt Live Stock 
Commission Co. 

Yarber, Wm. R., Orlando, Fla. 

Ziegler, Dewitt, 924 N. Carrollton Ave., Baltimore, 
Md.; machinist; said to have gone to California. 
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NONE GENUINE WITHOUT THIS SIGNATURE 


(207 GLE UIAE BITROUT THE MenaTURE 


A proven system that will elim- 
inate your “P. and L.” accounts. 





COLLECTS BAD ACCOUNTS—PREVENTS BAD ACCOUNTS 
Will Produce Results After Other Methods Fail 





NO COMMISSION OR FEES 
All money paid direct to creditor 








We post a cash guarantee with every System. 
YOU CAN’T LOSE. 
We guarantee it to collect your money. 











General Offices: 


HOLLAND BUILDING, ST. LOUIS, MO. 


Branch Offices: 


ATLANTA, GA. MEMPHIS, TENN. 
BROOKLYN, N. Y. NASHVILLE, TENN. 
DETROIT, MICH. BIRMINGHAM, ALA. 


CLEVELAND, OHIO 


























RELIABLE COLLECTION SERVICE 


ALABAMA, BIRMINGHAM. 
Mr. W. V. Trammell, Merchants Credit Asso- 
ciation, 223 First National Bank Bldg. 


CALIFORNIA, LOS ANGELES. 
Retail Merchants Credit Association, Inc., 
300 I. W. Hellman Bldg. 


COLORADO, DENVER. 
Chiles & Harrison, 613 Kittredge Bldg. Also 
handle collections in WYOMING and NEW 
MEXICO. 


CONNECTICUT, HARTFORD. 
Connecticut Credit Bureau, 415 Palace The- 
atre Bldg. 


CONNECTICUT, STAMFORD. 
C. W. Boyd, Secretary Merchants’ Credit 
Association. 


ILLINOIS, CHICAGO. 
Mr. Frederick L. Davies, Credit Reference 
Exchange, 35 S. Dearborn St. 


IOWA, DES MOINES. 
Credit Reference and Reporting Co., 312 
Crocker Bldg. 


KENTUCKY, COVINGTON. 
Credit Men’s Association of Northern Ken- 
tucky, Covington, Ky. 


LOUISIANA, NEW ORLEANS. 
Business Men’s Credit Bureau, 1919 Maison 
Blanche Bldg. 


LOUISIANA, NEW ORLEANS. 
Industrial Adj. Bureau, Inc., Eureka Bldg. 


MASSACHUSETTS, BOSTON. 
Credit Reporting Collection Company, W. S. 
Radway, Treasurer. 23 Beach Street. 


MASSACHUSETTS, SPRINGFIELD. 
Mr. Claude King, Pres. Beacon System, 
Phoenix Bldg., 307 Main St. 


MICHIGAN, LANSING. 
Mr. M. H. Vogel, Sec’y and Mgr. Business 
Men’s Credit Association, 357 Capital National 
Bank Bidg. 


MINNESOTA, MINNEAPOLIS. 
Mr. S. L. Gilfillan, Sec’y Minneapolis Asso- 
ciated Credit Exchange, Inc., 314 Nicollet Ave. 


MISSOURI, ST. JOSEPH. 
Snow-Church Collection Co., 116 Corby- 
Forsee Bldg. 


MISSOURI, ST. LOUIS. 
Associated Retail Credit Men, Chamber of 
Commerce. 


MONTANA, BILLINGS. 
Merchants Credit Association, Inc., H. W. 
Riley, Mgr., 206 Electric Bldg. 


MONTANA, LEWISTON. 
Mr. P. S. Gerlings, Suite No. 1 Empire Bank 
Bidg. 

NEBRASKA, LINCOLN. 
The United Credit Bureau, 801 Terminal 
Bidg., L. H. Daft, Manager. 


NEBRASKA, OMAHA. 
The Adjustment Bureau, 208 Laflang Bldg. 


NEW JERSEY, CAMDEN. 
J William Pennell & Company, 328 Market 
treet. 


NEW JERSEY, TRENTON. 
J. William Pennell & Company, 606-7 Com- 
monwealth Bldg. 

NEW YORK, BUFFALO 


Retail Merchants Association, 701-16 Cham- 
ber of Commerce Bldg. 


NEW YORK, NEW YORK CITY. 
Mr. Herman Steinberg, 299 Madison Ave., 
at 41st St. 
NEW YORK CITY 
Weiss & Weiss, 3 West 29th Street. 
NEW YORK, SCHENECTADY 
Shannon Mercantile Agency 
Offices 16-18 Ellis Bldg. 
OHIO, CINCINNATI. 
Mr. Ernest R. Gwinner, Mgr. The L. Roescher 
Collecting Co., Bell Block. 
OKLAHOMA, OKLAHOMA CITY 
Oklahoma City Retailers Association. A. D. 
McMullen, Secretary. 617 Baum Bldg. 
OKLAHOMA, SAPULPA. 
Business Men’s Association, 102 Garst Bidg. 
OREGON, EUGENE 
L. M. Travis, Eugene Loan & Savings Bank 
Bidg., 20 East Eighth St. 
OREGON, PORTLAND. 
Emmons & Emmons, 728-731 Morgan Bldg. 
OREGON, PORTLAND. 
Credit Reporting Co., 719 Gasco Bldg. 
PENNSYLVANIA, ALTOONA. 
Central Pennsylvania Credit Exchange and 
Collection Bureau, 961 Twenty-ninth St. 
PENNSYLVANIA, PITTSBURGH 
The Hickox System, 705 Bessemer Bldg. 
RHODE ISLAND, PROVIDENCE. 
Western Mercantile Corporation, 420 Gros- 
venor Bidg. 
TENNESSEE, NASHVILLE. 
The James Sanford Agency. 
TEXAS, WACO. 
Retail Merchants Association, 1711 Amicable 
Bldg. 
UTAH, OGDEN. 
Mr. M. Stewart, 
Bureau. 
WASHINGTON, D. C. 
Associated Retail Credit Men, 303 Commerce 
and Savings Bldg. 
WASHINGTON, BELLINGHAM. 
Edwin Gruber, 201-202 Bellingham National 
Bank. 
WASHINGTON, CENTRALIA. 
A. E. Heaton, 8-9-10-11 Centralia State Bank 
Building. 
WASHINGTON, SEATTLE. 
The Creditors Association, Inc., 324-7 Green 
Building. 
WASHINGTON, SEATTLE. 
Mr. A. R. Phillips, Pres. Asher Bros., Inc., 
430-1-2-3 Pioneer Bidg. 
WASHINGTON, SPOKANE. 
— Collection Co., 731-732 Peyton 
g- 
WISCONSIN, LA CROSSE. 
— Service Bureau, 314-15 Newburg 


Mgr. Merchants Credit 

















No Guesswork—Proper Credits at a Glance 


HE May Company, of Cleveland, recognizes how in- 
dispensable is perfect control of credit accounts, in 
order that— 


—waiting customers need not be subjected to embarrassing 
delays. 


—unmerited credits (either because of “bad” accounts or the 
uncertainty of ‘“‘“memory” credits) shall not be extended. 


—highly efficient control of credits may be attained and main- 
tained at a minimum cost. 


So the May Company has installed Rand Unity Tube Equipment 
in its Credit Department, with the result that every one of thousands of 
credit accounts is always at the instant demand of the department. 


For the Rand Equipment the finger can be placed instantly on what 
the eye sees. No thumbing of cards or turning of leaves. Just a glance 
—and you have the account desired. 


Get in touch with our nearest office, and let us help you with your 
credit problems. Rand maintains a special Installation Department, 
which works so that business is never interrupted, and the new system 
is turned over to you in complete working order. 


RAND COMPANY, INC., Dept. G-3 North Tonawanda, N. Y. 


Branch Oftices—New York, Chicago, Boston, Buffalo, Philadelphia, Detroit, 
Cleveland, Syracuse, Providence, Washington, Salt Lake City, San Francisco, 
Atlanta, Pittsburgh, Kansas City, Baltimore, St. Louis, Dallas, Minneapolis, 
Portland, Denver, Seattle, Spokane, Tacoma, Los Angeles and Honolulu. 


Business Control Thru 


VISIBLE RECORDS 


YOU PUT YOUR FINGER ON IT 
INSTANTLY—BECAUSE YOU SEE IT 
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